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JESOTO AND PLYMOUTH ANNOUNCE 


Var Boosts Significance of National Car Show 


i De Sotos Boast Plymouth Offering 
Sparks 100-Horsepower New Style, Wider 


i Engine,Roominess Bodies and Vision 
Under the Big Top 


‘Maharajah of Motordom’ ‘Twelve Models Highlight ‘Luxury Ride’ Is Attained | 
Old Olds a Host New Standard of Through Redistribution 
‘Pedestrian Control’ ‘Floating Ride’ Of the Weight 


ae | DETROIT. — Emphasizing DETROIT.—New styling, 


= 100-horsepower engines, complete redistribution of 
Chris Sinsabaugh | 122':-inch wheelbase, great- weight, larger bodies and 


|er interior roominess and a wider vision highlight the | 
new standard of Floating 1940 Plymouth Roadking and 


| Ride, De Soto announced Saturday Deluxe models which will be 
12 models for 1940. Prices will be formally introduced to the public 
made known about Oct. 1. this week. A new “Luxury Ride” 
Front end of the new De Soto on the new models is said to have 
|has wide, horizontal catwalk been attained through redistribu- 
grilles and heavy fenders in which tion of weight. 
are flush-set Sealed Beam head- In appearance, the chrome treat- 
lamps. Front and rear fenders dup- ment of grille and catwalk louvres 
licate each other’s curves, and the is a feature, along with massive 
|rear panel of the body has also fenders and the larger body, which 
‘been given a harmonious flow of contains 12 cubic feet more space 
line corresponding to rear fender A é inside. 
contour. righter road light, are streamlined into the massive fenders. Separate parking The 1940 Plymouth is built on a 
| . , _,. | lights are built into the top of the headlamp mountings. bigger, 117-inch wheelb d th 
De Soto’s coat of arms insignia | bigger, : conan = ase, = e 
(TAID OLD Oldsmobile is getting rides the chrome-edged nose of 7 « car's total exterior surface is 
Og aa : ; front-end 7 square feet greater than before. 
Virisky in its old age, which is|the car, and further Matching this increase in car 
nw going on 43 years old, come | identification is had from the name size, the new Plymouth presents 
text Michaelmas eve. Kicking up |in script on the left hand grille. for 1940 a new hom Pid a 
iis heels like a spring colt, with A general smoothing and refining | Gained theeusts coin a salities, | 
the press preview of its 1940 line, | of exteriors is typified by concealed bution of at ht: a ol 
taged last Monday, it evidenced | front door hinges, hood latches | eeh now onion Sal the : om 
is pride in the new progeny by flush with the surface, and a one- | reduces eye-fati me ae Seckek. 
| I staging a party for the Paul Prys, | piece rear window of curved glass | Beam headlam s that give 50-65 
cond to none in the industry in which conforms to the body shape | aemeant meee ae Meht: imeceved 
, | ‘te way of originality. As scrivener at that point. steering post gearshift now stand- 
f the press tribe, it is my duty Dimension increases are found | ard on the low-priced “Roadking” 
0 write into the records what throughout the car. There are | as well as Deluxe; Floating Power 
tappened that day when, by carry- | larger windows for improved vision | engine with vital parts now Super- 
ng water to the elephants, we | and ventilation. A total increase of | finished for greater smoothness 
} | "ere allowed to creep under the |71 square inches in glass area in- and longer life; new design trans- 
oa ae a => (Continued on Page 8, Col. 1) mission and clutch for quicker, 
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Nosing Into 1940... 











PLYMOUTH FRONT END features stronger ‘‘eye appeal’’ for 190. Fender 
| ‘*eatwalk” curves inward and up to form the sides of the bigger hood. The 
hood top now sweeps forward without a break, all the way to the new chrome- 
decorated grille, which features larger louvre sections at the base where air- 
ressure is heaviest. New Sealed Beam headlamps, that give 50-65 percent 





and 
“Bailey” Ralston, left, promote Olds- 
mobile press preview circus. 


“BARNUM” McCUEN, right, 








: : cele easier shifting; reminder safety 
ren, who as chief engineer, has | NASFC O timnustic signals on all instruments, and 
one a swell job of blueprinting, P several other improvements in 


= has been translated 
metal, 


joke below-the-surface ruggedness, driv- 


ing comfort and safety in addi- 
tion to the bigger, sound-proofed 
bodies and longer wheelbase. 


Over Instalment 


Selling Outlook 


. ss 


* 
HE PRESS SAFARI, more than 
MN strong, started from Detroit to 





Set low on this year’s 1 

Lansin ; ; r ¢,— Although opti- i i bi a 
nade . —_— a special train) NEW bese the Sat | 1940 DE SOTO MODELS look like this from the front. The speedstream design | heavier frame is a bigger body— 
; P of seven dining cars. | mistic regarding oo ta | includes wide horizontal catwalk grilles and heavy fenders in which are flush- | much wider, longer and lower than 
teakfast was served enroute and | outlook of the automotive industry | ..¢ Sealed Beam headlights. Front and rear fenders duplicate each other's 


before—that now flares outward at 
the bottom instead of curving in at 
the base. All body styles this year 
for the first time come with or 
without running boards. These are 
replaced, if so desired, by fender 
guards and a_ chrome-decorated 
(Continued on Page 6, Col. 1) 


curves, and the rear panel of the body has also been given a harmonious flow 
of line corresponding to the rear fender contour. 


War to Add Significance 


* bussed to the Oldsmobile engi-| and predicting extended sales 
‘eering building. Out in front! gains in the fourth quarter, Paul 
‘ood one of the old-fashioned |G. Hoffman, president of Stude- 
‘tam calliopes which tooted| baker Corp., told the annual oon 
archaic tunes. The stair cases were | vention here of the National Assn. 
Hastered with gaudy circus posters | of Sales Finance companies that 
Md we found out why when we the European war increases the 
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(See N. Y. SHOW, Page 14, Col. 1) 


2 19 ‘the “auditorium “on” the importance of american business’ § §“ TNE Regylts of N.Y. Show 
“Utd floor, assuming its responsibility in a T 
* x & . - enterprise in is 
Inside the big h 1 cate ae aed yrs Saag ae the world-wide | Special to Automotive News ; : Oct. 15-22 in Grand Central Palace, he Top Ten 
‘ent, the sig 1g hall was a circus | drift toward a return to feudalism. | NEW YORK.—With its im-|is expected to be watched more PASSENGER CARS 
onic ang ee of = ee | os his address, which featured | portance as an economic barometer | closely than ever before by busi- First Ten in Registrations as 
Modern ar al exhibition : the convention held Sept. 14-15 at | vastly increased as a result of the} ness analysts. Reported in AN Today: 
MeCuen & eta aoe put on : the Hotel Pennsylvania, with rep- | European war, the National Auto- Besides attracting the attention || 1939 1938 
Re circus Gaeiaaaine — — ae | resentatives of the country’s 500 | mobile Show, to be conducted here | of the entire automotive industry Pos. Make Pos. 
*ut to the limit ee reset | fnance companies attending, Hoff- and its many suppliers, attendance, 1—395,466 Chevrolet 287,270— 1 
0 sawdust = - me = [man declared that the war now ae sales and interest evidenced at the 2—309,940 Ford 242,691— 2 
"alloons ang k — Ve being waged in Europe involves | 10-Cent Admission annual exposition in Grand Central 3—235,923 Plym. 162,939— 3 
tartied ug packs of peanuts | cue of feudalism vs. free en- Set f N. Y. SI _ || Palace have in past years been 4—129,630 Dodge 64,464— 5 
(Bee ack to our kid days. | the issu d asserted that business set ror IN. - Snow | followed by economic observers in 5—126,855 Buick 95,597— 4 
* SPARKS, Page 23, Col. 1) coro ae job if it is to play NEW YORK. —A flat 40-cent e- fields of business and industry 6— 95,837 Pontiac 59,0283— 6 
| has a t in saving free enterprise. | admission will be charged for || as a valuable index to future gen- I— 86,590 Olds. 55,918 — 7 
' This Issue eo of all,” he said, “those of the fortieth anniversary National | eral business trends. This year, be- 8— 45,139 Stude. 21,046—12 
Car Registration tees . . who believe in the competitive Automobile Show, Oct. 15-22. cause of the economic uncertain- 9— 44,617 Chrysler 29,675— 9 
alae Events oe ‘i ‘ a ‘tem must support with all pos- | The new fee will apply to ad- | Ges created by the European con- || 10— 40,104 Mercury... : 
reduetin’ Me............Page 3 po vigor every effort of the gov- || missions in the evening as well oe the show results will be care- | Total All Makes . 
Tiles Througi* Week. --.-Page 1 erasaent to put competition back || as afternoon. It replaces the || ully sifted by an even broader | 1,684,679 1,155,251 
> cBekistrations pane & into the competitive system. We || usual 55 and 75-cent tickets of | circle of business analysts. For nee iain alias ae 
) | Who, Meo able Teen 19 must fight against those minority || former years. | Effect of the European hostili- | makes. — Page 17 this eo 
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13 Western Stat 
Second Parley 


Seeks End 


To Business-Stif, ling Barriers 


By Ira R. Alexander 
Staff Correspondent 

DENVER.—Governors and busi- 
ness leaders of 13 western states 
will meet here Sept. 28-29 to de- 
vise ways and means of breaking 
down or adjusting trade barriers. 
The meeting will be the second 
conference called by the Colorado 

state chamber of commerce. 


Invitations to the -meeting are 
being forwarded by a committee 
composed of Governors Ralph L. 
Carr, Colorado; Nels H. Smith, 
Wyoming and Leon C. Phillips, 


Nash Reduces 
Prices on 1940 
Models $20-$50 


DETROIT.—Prices of the new 
1940 Nash cars are from $20 to $50 
lower than those of comparable 
1939 models, according to the of- 
ficial Nash price list revealed Fri- 
day by W. A. Blees, general sales 
manager of Nash. 

Blees said that the reductions 
were made possible by increased 
production efficiency resulting 
from extensive changes made in 
Nash plants during the past few 
months. 

The new cars are offered in 18 
models in three series—the Nash 
LaFayette, the Nash Ambassador 
Six and the Nash Ambassador 
Hight. 

With the first of these series, 
which begins at a low base price 
of $795, Nash will make a strong 
drive in the low-price market, 
Blees said. The new Nash La- 
Fayette, one of the biggest and 
most powerful cars Nash has 
built, has the same advanced type 
of springing, the characteristic 
beauty, and many other new 
features that distinguish Nash’s 
higher-priced models, he declared. 

Prices of the new 1940 Nash cars 
are as follows: 


Nash LaFayette series—All-pur- 
pose cabriolet, $975; all-purpose 
coupe, $850; two-door sedan, fast 
back, $845; business coupe, $795; 
four-door sedan, fast back, $875; 
four-door sedan, trunk, $875; 
chassis, $620. Nash’ Ambassador 
Six series— All-purpose cabriolet, 
$1,085; all-purpose coupe, $960; 
two-door sedan, fast back, $955; 
business coupe, $925; four-door se- 
dan, fast back, $985; four-door se- 
dan, trunk, $985; chassis, $755. 
Nash Ambassador Eight series— 
All-purpose cabriolet, $1,295; all- 
purpose coupe, $1,170; two-door se- 
dan, fast back, $1,165; business 
coupe, $1,135; four-door sedan, fast 
back, $1,195; four-door sedan, 
trunk, $1,195; chassis, $855. 


Oklahoma, and William H. Hutch- 
inson, Pueblo, president of the 
Colorado chamber of commerce. 

Under a resolution adopted at 
the first conference here June 10, 
each state taking part in the com- 
ing meeting will be represented by 
its governor, attorney general and 
business and agricultural repre- 
sentatives, to be appointed by the 
governors. 


States expected to be repre- 
sented are Colorado, Wyoming, 
Oklahoma, Kansas, Nebraska, 


Texas, Arizona, Utah, Idaho, Mon- 
tana, North and South Dakota and 
New Mexico. All these states, ex- 
cept Idaho, Texas and North Da- 
kota, sent representatives to the 
June conference here which laid 
the groundwork for the fall meet- 
ing. 

In advance of the Denver parley, 
each state committee is to hold 
meetings at home to study trade 
laws and obtain views of business- 
men regarding their own particu- 
lar trade barrier problems. These 
views will be presented in Denver, 
and the conference will attempt to 
find the best means of remedying 
trade barrier conditions for the 
entire region. 

It is expected the conference 
will consider drafting uniform 
trade legislation for all 13 states 
as the most practical solution for 
the barrier puzzle. Leaders of the 
movement hold that such uniform 
laws would stimulate commerce 
among states and make for better 
business in all. 

Among the subjects expected to 
come up for consideration are: 1. 
Transportation barriers. 2. Public 
purchase preference laws. 3. Tax 
differentials on local manufactured 
products. 4. State regulation of 
foreign corporations. 5. Port of 
entry laws. 6. State use taxes. 7. 
Motor vehicle laws. 


Death Takes Gaiennie 


And Testard in N. O. 
NEW ORLEANS.—Two veterans 
of the New Orleans automobile 
business died here last week. One 
was Floyd Gaiennie, who was en- 
gaged in operating the Evangeline 
Motor Co. at Lafayette and New 
Iberia, La., with his son, Vernon 
Gaiennie, and the Gaiennie Motor 
Co. in New Orleans, the latter a 
used car business. 

Mr. Gaiennie had served as sales 
manager here for firms handling 
higher priced cars and had been in 
the business for many years. 

Second death was that of Henry 
A. Testard, who retired from the 
business some time ego. He was a 
pioneer dealer, handling Hudson 
and other makes uatil his retire- 
ment about 15 years ago. He was 
75 years old. 





Studebaker Sales in August 
Set an Eleven-Year High 


SOUTH BEND.—Retail sales of 
Studebaker passenger cars and 
trucks in the final 10 days of Au- 
gust reached the largest total of 
any 10-day period since July, 1929, 
according to Paul G. Hoffman, 
president of the Studebaker Corp. 
The month’s total retail deliveries 
also set a new high for August 
since 1928. 

Deliveries in August amounted 
to 8,598 as compared to 3,717 in 
August, 1938, and 7,916 in July of 
this year. Hoffman pointed out 
that it is unusual for August sales 
to exceed those of July, and that 
such a result has been especially 
abnormal since the model year 
was advanced so that August sales 
come practically at the end of the 
season. 


Hecht Heads Firm 


SENECA FALLS, N. Y. — Marco 
Hecht, son of the late Alexander S. 
Hecht, has been elected president of 
the Guaranteed Parts Co., Inc. For the 
past five years Hecht has been in the 
engineering departments of the com- 
pany. 





“The most gratifying aspect of 
our situation is that in each of the 
five months since it was _ intro- 
duced, the new Champion model 
has accounted for an _ increased 
proportion of total sales in the 
low-priced field,” said Hoffman. 


“Success of our dealer expan- 
sion program has contributed ma- 
terially to the increasing propor- 
tion of business the corporation is 
getting. In August we added 123 
new dealers to bring to 969 the 
number of new dealer contracts we 
have signed since Jan. 1.” 


Factory sales of passenger cars 
and trucks last month amounted 
to 6,951, the biggest August since 
1929 and more than 2% times fac- 
tory sales volume in August, 1938. 
For the first eight months of the 
year factory sales amounted to 
66,543 units against 26,389 in the 
corresponding period of last year. 
Retail deliveries for the first eight 
months of the year totaled 54,507 
compared with 25,672 in the like 
period last year. 
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es to Draft Uniform Trade Law; 


Chrysler Cruisers, Ahoy! .. . 





ABOARD STEAMER, bound for Mackinac Island, Mich., and the dealer-dis- 
tributor presentation meeting of 1940 Chrysler line, K. T. Keller, president of 
Chrysler Corp., and Fred M. Zeder, vice-chairman of Chrysler board, lead com- 
munity singing. . 





DAVE WALLACE, president of Chrysler division, explains Superfinish to a 
group of cruisers, bound for presentation meeting. 





WIVES OF DEALERS and officials were guests on the Chrysler cruise. Here 
are, left to right, M. C. Koll; Miss Inez Hooper, secretary to the Chrysler Oper- 
ations committee; Art Tongue, Chrysler advertising manager; Mrs. Tongue, and 
Mrs. Kale. 





OTHER ATTENDEES and their wives included, left to right, Mr. and Mrs. 
=. a _—— Mr. and Mrs. H. M. Brown, and Mr. and Mrs. Charles E. 
ou r. 





CHRYSLER CRUISERS included, left to right, William M. Colt, I 


art and Joe Mitchell. M. Stew- 





ENJOYING THE TRIP to Chrysler’s meetin 
to right, Mrs. H. B. Ronson, Mr. E, A. Poe, 
and Ronson. 


& at Mackinac 


Isl ’ 
Mrs. R. F. St. Sane wens, lett 


Johns, St. Johns 


Collyer Becomes 
Head of Goodrich; 


Robertson Retire 


AKRON.- John Lyo 
identified with the *rubbes : 
dustry in this country and abroad 
was elected last week as preside 
of the B. F. Goodrich Co, accort 
ing to David M. Goodrich, chair. 
man of the board. i 

Collyer will succeed §, B. Rob. 
ertson, whose resignation was . 
cepted after 20 years of Service 

Collyer, joint managing direct, 
of the Dunlop Rubber Co, Ltd, 
which position he has resigned t, 
accept the presidency of Goodrich 
will return to the United Stats, 
within a few weeks. In 1929 th, 
Dunlop company promoted Collyer 
to works director of its plant i, 
Fort Dunlop, England. In 1931 
was made controller of manufap. 
ture and in 1936 he joined the 
board as director of the company’s 
manufacturing operations through. 
out the world. 

Goodrich also announced de. 
laration of the regular quarterly 
dividend of $1.25 a share on the § 
cumulative preferred stock for th 
third quarter of 1939. The divideni 
will be payable on Sept. 30 1 
stockholders of record of Sept. » 


RFC Gives Willys 
$2,500,000 Loan; 
Output to Rise 


NEW YORK.—Additional work. 
ing capital for Willys-Overlani 
Motors, Inc., to expand production 
on 1940 models, was made avail. 
able Friday when the compan 
received the first payment on 
$2,500,000 loan following final ap- 
proval by the Reconstruction Fi. 
nance Corp. 

Ward M. Canaday, chairman of 
the board of Willys-Overland, saii 
that first proceeds of the loan wil 
be used in part to defray costs o! 
the retooling program for 1% 
models, on which base price r- 
ductions from last year of as muti 
as $65 were announced last week 
starting at $495, FOB Toledo. This 
money will also be used to buili 
up inventories, and for gener 
working capital purposes, whil 
subsequent funds will be mat 
available for 1941 tooling. 

Initial approval of the loan wa 
obtained from the RFC. on Jul 
11 and the way was cleared {0 
final approval by a meeting of th 
company’s stockholders on Aug. l! 

The 1940 Toledo assembly lit 
began moving Sept. 15, Canada 
said. “As of today 3,060 productia: 
workers have gone back to work 
And with the additional workix 
capital now made available, th 
company will step up producti 
shortly since the outlook for © 


creased sales this year is m0} 


promising. 

Canaday declared: “Domestic 0° 
ders from dealers during Se 
tember are up 283 percent ovt 
orders for September at this tim 
last year.” 


Bantam App 


. 

oints 
e + ‘ 
Four Distributor 
BUTLER, Pa.— Four new Bat 
tam distributorships have been 
cently appointed in the midde 
west, according to Roy S. Eva 
president of the American Banlé! 
Car Co. s 
Spurrier’s Inc., Oklahoma Cit 
will distribute Bantam cars in © 
state of Oklahoma; Lyle D. Wali 
er, in Kansas and Western M: 
souri; Hadsall Motors will han’ 
the state of Colorado with Den" 
as the distributing point; Om 
Bantam Sales will represent B# 

tam in Western Iowa an 


braska. 









Canada Advances Dale 


For National Car Shov 


TORONTO —Date for & 
Canadian National Motor - 
to be held in the Autom? | 
building here, has been 
vanced one week, to Oct. 1** 
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Dealers Tell Me .. . 


By William C. Callahan 


MONG the many things which 
A aealers have told me, none 

3 to be repeated more than the 
- that factory relations with 
ieslers, lack of equitable contracts 
and pressure tactics are the root of 
ag-trading and over-allowance. 
oe this reason I was particularly 
terested in an article which ap- 
a ed in the Aug. 23 issue of Mo- 
+ Trader (a British automotive 
vale magazine), which points to 
the fact that conditions in the mo- 
tor trade of that country are not 
atly different from conditions 
ghich exist here. 

Strangely, however, our dealer 
pothers across the pond do not 
place the blame for their situation 
on their factories but lay its cause 
and effect to poor salesmanship. 
this article, which was headed 
Wanted! List Price Salesmen, 
brings out the fact that “Giving 
away the odd 50 Bob is not sell- 
ing.” The author, who declares that 
ie is a salesman himself, says: 

x * * 

“Unfortunately for the retail 
motor trade, there are far too 
many salesmen employed in it 
who will take the line of least 
resistance, in the misguided be- 
lief that giving away that ‘odd 
fifty bob’ is SELLING. As a mat- 
ter of actual fact, the odd TEN 
SHILLINGS, on every sale, may 
easily be the NET PROFIT. 

“It should be reasonable to as- 
sume that the man who will sell 
his services, or his goods, at a 
cut price, is admitting inferiority 
either in his own value or that of 
his merchandise. A REAL sales- 
man will endeavour to prove 
that his services, or merchandise, 
are genuine value for money at 
the figure at which they have 
been priced. 

“In competition, therefore, there 
isno necessity to calculate whether 
itis possible to give away more 
than a competitor. On the contrary, 
the real salesman will calculate 
how much less he need give away, 
and yet obtain the order. 

“By my own experience with a 
large number of salesmen I know 
this attitude is rarely adopted. 
When it is put to them they are 
inlined to scorn it as the impos- 
sible ideal of a fanatic. They have 
become so accustomed to asking 
whether they may ‘go a little more 
than the other fellow’ that it sel- 
dom enters their heads to test the 
truth of the offer ‘the other fellow’ 


| is alleged to have made, and then 
/f (0 set about some real selling. 


‘To improve the position, one of 
the first essentials is a much higher 
standard of salesmanship. It is far 


| 0 easy to become an alleged 


salesman. Moreover, irresponsible 
beginners are given too much lat- 
itude in the financial side of trans- 
actions. When giving an interview 
‘0 @ prospective salesman the aver- 
age employer shows a greater in- 
terest in how many cars the appli- 
‘ant has sold during a certain pe- 
tod, than he does in the average 
profit per sale. Turnover is useful 
when a proper percentage of profit 
'S retained. But it is profit upon 
which we live—not turnover. 

“All other things being equal, the 
oily yardstick by which a sales- 
man should be measured is his 
brofit-earning capacity. 

* ok * 


Civing Away Money 

“Not only do we require a 
higher standard of salesmanship, 
ut our sense of proportion also 
requires adjustment. We cannot 
‘ford to give away so much 
money. In other trades many 
“vers take advantage of every 
4 percent cash discount they 
‘an obtain, and with this they 
md their rents and have some- 
hing left. Those odd fractions, 
the Shilling in every guinea, and 
'98€ odd farthings, are all of 
‘ital importance. WE BADLY 
NEED ‘LIST PRICE SALES- 
EN.’ Having stated that a 
much higher standard of sales- 
manship is required, I naturally 
expect this to be challenged. In 
‘eply to those who disagree with 
™é I would like to compare the 
' ERAGE motor salesman of 
day with the AVERAGE future 


salesman, but before getting to 
that there is a point which leads 
to it. 


“A well-known technical expert 
expressed to me the opinion that 
salesmen did not sell cars. He be- 
lieved that motor manufactur- 
ers did all the selling, whereas mo- 
tor salesmen only diverted buyers 
from one make to another! 


“Within reasonably confined lim- 
its that may be true. On the other 
hand, as I pointed out, salesmen do 
not wait for buyers to come along. 
They create sales to people who 
either did not think of buying or 
did not think of changing. 

“The capabilities of an agent de- 
pend considerably upon the quali- 
fications of the staff, and especially 
those in _ responsible positions. 
Casual or careless control is in- 
fectious. The whole staff becomes 
casual and careless. In the end the 
employers gather round them the 
quality of employe they deserve. 
Good men will not join, poor men 
cannot leave! It is essential, there- 
fore, to start with highly efficient 
control, so that the sales made will 
be greater than the orders taken.” 

* * * 


Good Selling Job? 


HIS discussion brings up some 

serious thoughts on just what 
kind of a selling job we are doing 
in this country. A recent survey 
by Crowell-Collier Publishing Co., 
from which I have quoted quite 
frequently, reveals that 70 percent 
of buyers of 1939 cars were not so- 
licited to buy before they volun- 
tarily visited the dealer’s show 
room. This means that we are 
reaching only a little better than 
one-quarter of our market through 
actual selling contacts. 


Personal calls made up the 
bulk of those who were solicited, 
with 23.4 percent of the buyers 
stating that a _ salesman had 
called on them in person. The 
next group totaling only 8 per- 
cent stated that they had been 
solicited by telephone and 2.9 
by mail. Of course, this may in- 
dicate that personal calls and 
telephone calls make a greater 
impression on the buyer than di- 
rect mail solicitation. On the 
other hand, roughly 45 percent of 
all buyers admitted that they 
had been urged to buy through 
advertising appearing in one or 
the other of the many mediums 
used. Chrysler Corp. units, Plym- 
outh, Dodge, De Soto and Chrys- 
ler, apparently were doing the 
best job of market coverage from 
a manufacturer’s standpoint since 
32.9 percent of the buyers of 
these cars declared that they had 
been solicited in one way or an- 
other as against 29.6 percent for 


the industry as a whole. 
. = Ss 


Pontiac’s New Plan 
ONTIAC factory officials are 
taking to the road this week to 
explain a new CQD program for 
dealers to its field sales forces. Don 
Bathrick, sales chief, is leaving 
Monday and the details of the new 
plan, which is understood to be of 
considerable benefit to dealers, will 
not be released until the field 
forces have been acquainted with 
it. Bathrick told me Tuesday that 
Pontiac dealers this year had in- 
creased their profits $6,000,000 over 
the same period in 1938, and that 
about 90 percent of the entire 
dealer body had come through in 
the black. He stated that, through 
the co-operation of dealers, the 
territorial protection plan which 
was inaugurated last year has be- 
gun to function fully with fewer 
complaints from the field and an 
increase in voluntary adjustments 
where infringements are claimed. 
From the standpoint of current 
outlook, Bathrick claims that Pon- 
tiac dealers have the lowest used 
car stocks in their history. Start- 
ing in May the division set a goal 
of 20,000 used cars by Sept. 1. The 
actual count on Sept. 1 was 17,095. 
This is equivalent to five units per 
dealer and new 
that same date were less than one 
to the dealer. 


car stock as 
as of | Dr. Phillips Thomas, of the Westing- 


Colo. Bills Oil Firms for Taxes 


Ford to Appeal 
Chain Store Levy 
Asked by State 


DENVER.—The Continental Oil 
Co. will be billed for $358,453 in 
back taxes under the Colorado 
chain store tax law, Charles M. 
Armstrong, state treasurer, said 
last week. Armstrong has already 
moved to collect more than $500,- 
000 from leading automobile manu- 
facturers under the same law and 
is preparing to extend the chain 
store tax to a number of other 
concerns which, he claims, exercise 
an element of control over retail 
outlets in the state. 


In each new application of the 
tax, Armstrong expects his action 
to be contested by suits for de- 
claratory judgments, he said. W. 
W. Grant jr., local attorney acting 
for the Ford Motor Co., already 
has notified the treasurer the com- 
pany will appeal to the courts. 


Armstrong said he will let his 
tax claim against other oil con- 
cerns, operating more than one 
filling station each in Colorado, 
stand or fall on his claim against 
the Continental Co., and said no 
bills will be sent the other firms 
untila settlement has been reached 
in this case. The claim against the 
oil company is based upon infor- 
mation gathered by James W. 
Creamer, director of the _ store 
licensing division of the treasurer’s 
office, and goes back to 1935, the 
first year the chain store tax law 
was operative. 


Armstrong estimated that $750,- 
000 can be collected by the state 
from the oil companies if the 
courts uphold extension of the tax 
to cover the Continental company. 


Dodge’s Prices 
Reduced $5-$15 
On 1940 Models 


DETROIT.—Prices for 1940 
Dodge passenger car models, show- 
ing decreases up to $15 as com- 
pared with prices of three com- 
parable models for 1939 and no 
change on other 1940 models, were 
announced here Friday. 


For 1940 Dodge offers two series 
of models—Special and Deluxe— 
with “ready-to-run-at-Detroit-fac- 
tory” prices, including all federal 
taxes, as follows: 

Special — Coupe, $755; two - door 
sedan, $815; four-door sedan, $855. 

Deluxe — Coupe, $803; four-pas- 
senger coupe, $855 ($5 reduction 
from 1939); two-door sedan, $860 
($5 reduction from 1939); four- 
door sedan, $905; seven-passenger 


sedan, $1,095; seven - passenger 
limousine, $1,170 ($15 reduction 
from 1939). 


Prices include all federal taxes 
and all standard equipment (bump- 
ers, bumper guards, spare tire and 
wheel, two tail lights, safety glass, 
fenders and sheet metal painted to 
match standard body color, and 
also “Airfoam” seat cushions in 
deluxe models). Cost of transporta- 
tion, state and local taxes, if any, 
are additional to the prices as an- 
nounced. 


Dodge officials announced that 
shipments of new 1940 models to 
dealers are already well under way. 





Wis. Dealer Conclave 


Expects Record Crowd 


MILWAUKEE. — Record attend- 
ance of more than 1,300 dealers is 
expected at the annual state con- 
vention of the Wisconsin Automo- 
tive Trades Assn., to be held Sept. 
28-30 in LaCrosse with head- 
quarters at the Stoddard hotel. 


Weaver to Speak 
CHICAGO.—James R. Weaver, presi- 
dent of the American Society of Tool 


Engineers, will speak at a meeting of 
the Chicago chapter of the organiza- 
tion Tuesday night in the Midwest 
Athletic Club. Also on the program 
will be a discussion of the application 
and uses of the photo electric cell and 


a demonstration of Polaroid light by 


house Electric and Mfg. East 
Pittsburgh, Pa. 


Co., 





Previewing 1940 Oldsmobiles . . . 





OLDSMOBILE PREVIEW banquet, one of the highlights of a week of activi- 
ties, was attended by C. L. McCuen, general manager; W. S. Knudsen, great. 
dent of General Motors Corp.; D. E. Ralston, general sales manager; S. A. 
Woodmancy, Oldsmobile’s manager of manufacturing. 





INTERVIEWING at the press preview of 1940 Oldsmobiles. Herbert Wilson, 
automobile editor, Chicago American, right, gets Oldsmobile news from C. L. 
McCuen, left, general manager, and V. C. Havens, advertising manager for 
Oldsmobile, center. 





ENROUTE TO LANSING, aboard the Oldsmobile gee train, for 1940 press 
preview. Joe Scolaro, of Osborn, laro, Meeker & Co., left, and Bert Pierce, 
automobile editor, New York Herald Tribune. 





TAKING TIME OUT for golf during Oldsmobile’s preview week. Left to 
right, D. P. Brother, president of D. P. Brother Co., advertising counsel; J. M. 
p Atlanta zone manager; J. J. Dobbs, Oldsmobile’s general service 
manager. 





ON BOARD Oldsmobile’s ‘Press Special,” left to right, Bill Thomas, St. 
Louis Globe Democrat; H. S. Walesby, automobile editor, Detroit Times; Dave 
Preston, Rodney Boone Organization; Herbert Wilson, automobile editor, Chi- 


cago American. é 





GETTING 
editor, Automotive News; 
Dealer, and D. E. Balston, general sales manager for Oldsmobile. 


THE NEWS opens Oldsmobile. Left to right, Chris Sinsabaugn, 


W. Smith, automobile editor, Cleveland Plain 
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Highways into History 

NLY within the past few weeks the U. S. Super Dixie 
Highway Assn., with headquarters at Lexington, Ky., 
issued a 34-page booklet designed to arouse interest in an 
improved north-south highway leading from the vicinity of 
the Great Lakes to Florida. The type of highway urged for 
this project would be of the four-lane divided superhighway 
construction, which would permit high speeds with safety 

and would by-pass cities and towns along the route. 

While the purpose of this organization was originally to 
obtain only the one master north-south traffic lane, it has 
since been urged to make its operations national and to 
spread its drive to seek a series of inter-regional highways 
criss-crossing the nation at strategic points. With the out- 
break of war abroad, the need for some sort of co-ordinated 
system of this kind becomes increasingly apparent. 

Today we have good roads skirting seaboards both on the 
Atlantic and on the Pacific. Assuming that our coastal de- 
fenses are sufficiently strong to ward off any possible at- 
tackers, these trunk lines would form a splendid link of 
communication for our defense forces. But it would be far 
better now for us to assume that a break might occur and, 
on this assumption, build supplementary systems which 
could be brought into play in such event — rather than to 
wait until the break came and then try to make up for 
our present dalliance. 

There is a bill now waiting in the U.S. senate to be 
brought to life, which would bring into being a system of 
highways similar to those about which the Dixie Highway 
Assn. has been dreaming. Action on this bill would be a 
stép forward in national defense which some day might 
prove the mainstay of our democracy. Even though such 
roads might never be brought into military use (which we 
all hope and pray they never shall), their construction 
would do more to spread work and their peaceful use could 
contribute as much to our economic welfare from a prac- 
tical standpoint, as they would from a psychological sense 
of security which their being would bring. Let us not for- 
get that Caesar contributed more to civilization by the pav- 
ing stones he laid into highways than he did by those he 
tossed at enemy ramparts from his catapults. 


Financing Unafraid 
HERE is considerable assurance in the action of the 
National Assn. of Sales Finance Companies, which held 
its annual meeting at the Pennsylvania Hotel in New York 
Thursday and Friday of the past week, and before breaking 
up reaffirmed the present standard terms as applicable to 
the future. This action by these moguls of money means 
that, from where they sit, they are not perturbed by the 
ditions across the Atlantic. 

“Greed well known economists had been billed to address 
the meeting in an effort to determine what the effect of the 
war abroad would be on American business. These men had 
their say and apparently what they said was not alarming. 
Under the circumstances of having reaffirmed the standard 
terms now in vogue, dealers may feel assured that there will 
be no tightening of credit and there will be no increase in 

interest rates as a result of the foreign difficulties. 
Naturally, there has been a tendency for years to keep 


retail time payment contracts on a 12-months basis when.- | 


i d 
er possible but longer contracts have become more an 
pael the style since 1932. This same effort to hold contracts 
to a minimum number of payments will be continued in the 


future—but there will be no shrinkage in this direction due | 


to the war. 


By GEORGE M. SLOCUM 





NOW I number myself 
FOR WAR! among the vast ma- 
jority of Americans 
who apparently have not yet 
formed a definite opinion of what 
we should do with our present 
neutrality laws. I listen to Senator 
Borah who shouts that letting 
down the barriers will be the fore- 
runner of sending American troops 
to Europe. I listen to a sponsor of 
the “cash-and-carry” plan and his 
argument sounds logical, and cer- 
tainly if I let my own pocket-book 
think for me I would cast my vote 
for letting anyone buy anything in 
America they have the cash to 
pay for. 

In the final analysis it is going 
to be your decision and mine 
which will answer this question. 
Neither the administration or 
Congress will dare flaunt their 
wishes in the face of a solid pub- 
lic opinion. 

* * 

At a private dinner party the 
other evening I heard a_ top 
executive in the automotive in- 
dustry, who not only has millions 
at his command but millions in his 
own personal means, state his 
views very frankly and openly. He 
said: “Before I would see any 
American soldiers sent abroad 
again to die on the battlefields of 
Europe I would spend every last 
dollar I have and every ounce of 
my energy to prevent any such 
mistake occurring. I remember the 
last war,” he continued, “I swal- 
lowed hook, line and sinker every 
atrocity story and every bit of 
propaganda they spread out. I be- 
lieved the Germans were “Huns,” 
that they cut off Belgian babies’ 
hands, crucified Canadian soldiers 
on Flemish barn doors and oper- 
ated factories to extract the fat 
from human corpses! I believed 
the Germans wanted to rule the 
world and if the Allies did not win 
the Kaiser would appoint the next 
President of the United States! I 
accepted it all with childlike faith 
just as millions of other Americans 
did, but in the 20 years perspective 
I have found that I had swallowed 
a pack of lies. So never again will 
I go along with anything that in- 
volves America (the only true 
democracy in the present world) 
in a selfish war between European 
nations. No American lives who 
will ever be able to understand the 
myriad century-old hates and 
greeds which are expressed in 
these recurring wars. 

» £ 6 

Nothing I’ve heard gave me more 
faith in my own convictions than 
this statement by a man, who if I 
were to mention his name, every 
reader of this column would know 
immediately. I hope there is many 
another man in as important a po- 
sition who holds this same convic- 
tion and will fight for it. I would 
like to be the first recruit in any 
organization which is set up with 
the single purpose of keeping the 
United States out of the present 
European war no matter what the 
circumstances or what the de- 
mands made on us for our help. 

The whole petty issue of whether 
one nation or another should rule 
a section of this earth, provided it 
is not a section of our own coun- 
try, is not worth the spending of 
one American boy’s blood in a 
foreign land. 

* * oe 

The hopeful sign is that our 
newspapers are daily warning their 
readers against believing any prop- 
aganda dispatches from any of 
the warring nations. Over and 
over the radio commentators are 
giving the same warning. I re- 
member that back in 1914 there 
were no such warnings from the 
day war was declared. Day after 
day, month after month, and for 
four long years we were fed 
propaganda in every possible form. 
It took just that much poison to 
| put us in the mental state where 
| we would condescend to have a 
| conscription of our best young 
blood to be sent abroad. Unless I 
read wrongly the present Ameri- 
can state of mind will take even 
longer this time!—G. M.S. 





Important Inquest 


In This Corner— 
‘Crossed Registrations’ 


ressed in this column are those of our readers. 
Ph. — will not be accepted but confidence will 
be observed upon request. 








Registrations 


In your Aug. 28 issue, we believe 
you made an error in car registra- 
tions for the state of Nebraska. 
We also note that the same error 
has occurred in the Sept. 4 issue. 
It is our opinion that the Nebraska 
and New Jersey registrations are 
crossed. 


Since Automotive News is usually 
very accurate, we believe you 
would want to check on this and 
make the necessary correction.— 
Frank DeBrown, president, De- 
Brown Auto Sales Co., Lincoln, 
Neb. 

* ak Bs 

In checking new passenger car 
registrations for 42. states for 
July, which registration data is in 
your issue of Aug. 28, I find that 
you have credited the state of New 
Jersey with but 77 Studebaker reg- 
istrations and the state of Ne- 
braska with 237 Studebaker reg- 
istrations. 

The state of Nebraska total reg- 
istrations of all makes was 7,020, 
compared to New Jersey's total of 
2,876. 

I am certain that this is a typo- 
graphical error and the 237 Stude- 
baker registrations that are shown 
for Nebraska should be credited to 
the state of New Jersey.—R. F. 
Gloster, assistant sales manager, 
Studebaker Sales Corp. South 
Bend. 

* * * 

Epitor’s Note: The entire slug 
carrying the figures for registra- 
tions, beginning with and including 
the Ford line, was transposed with 
the New Jersey figures being 
shown under Nebraska and the 
Nebraska figures being shown un- 
der New Jersey. This would then 
give New Jersey a total of 7,020 
and Nebraska a total of 2,876. 


Valuable 


The writer wishes to thank you 
for the copy of your 1939 Automo- 
tive Almanac, which has just come 
to hand. You are to be con- 
gratulated on this effort. 


It is not only a fine job from 
the standpoint of format, but the 
pages are replete with information 


of interest and value to the ir 
dustry. Raymond Szymanowit: 
technical director, Acheson Ir: 
dustries, Inc., New York. 


Interesting 


I want to thank you for sendin; 
me a copy of the Automotive 4! 
manac, which arrived during m 
absence on vacation. This is a ver 
interesting publication and I a 
glad to have it.--G. P. MacNich 
jr.. sales vice-president, Libbes- 
Owens-Ford Glass Co., Toledo. 





| Coming Events 


SEPTEMBER 


28-30—La Crosse, Wis. Wisconsin Aut 
motive Trade Assn. annual ¢ 
vention. 
OCTOBER 
9-11—San Francisco. National Ass?‘ 
Independent Tire Dealers conve 





tion. 
14-21—Toronto. Canadian National ¥ 
tor Show. y 
14-21—Rochester, N. Y.. Automob 
show. 


15-21—Indianapolis. Automobile 0 
15-22—Los Angeles. Automobile sh 
15-22—New York. National Automo! 
show. 
16—New York. Society of Auto" 
tive Engineers annual dines. 
16-20—Atlantic City. National S# 
Congress and Exposition. 
21-28—Detroit. Automobile show. 
21-28—Buffalo. Automobile show. 
21-28—Newark. Automobile show. 
21-28—Baltimore. Automobile an 
21-28—Pittsburgh. Automobile - 
21-28—Milwaukee. Automobile a : 
21-28—Washington. Automobile 5% 
22-28—St. Louis. Automobile Lt 
23-24—C hieago. American Truc 
Assns. annual meeting. mobi 
23-28—Hartford, Conn. Auto 
show. 
26-Nov. 
show. 


1—Philadelphia. Automo” 


NOVEMBER ; 
0) 
3-11—San Francisco. Automoblie® 
4-12—Chicago. Automobile ; 
8-16—Chicago. National Motor 
Show. Navy Pier. tor 
30-Dee. 3—Sioux Falls, S. D. 4” 
bile show. 
DECEMBER 
tor 
4- 5—Butte, Mont. Montana A 
bile Dealers Assn. an 
clave. ‘ 
ce 
11-16—Chicago. Automotive Servi 
dustries Show. 
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New York Herald Tribune families 


own 380.000 ears. This is more 


<A 


ears than are registered in the en- | 


tire state of Virginia (372.000) or 






















| fact from “The Autobiography of 
6 Connecticut (368.000) or Georgia a Market” (the New York Herald 
Tribune Study of Homes). 
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| or Nebraska or Florida ... or any 
of 25 other states. | 
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1940 Plymouths Offering New Style, Wider Bodie \ 


| N 


‘Luxury Ride’ Is Attained Plymouth’s Offerings for 1940. . . NEW 
By Redistribution of Weight | 


(Continued from Page i) 


moulding beneath the doors to;hood, in Plymouth’s new design. 
emphasize the bottom flare. This year’s hood is broader as it 
Body lines flow in continuous | sweeps away from the much wider 
curves to include the new fenders, | cowl, and the top panel stretches 
hood and radiator shell—all now |13 inches farther forward at the 
essentially part of the new “unit” |belt, as it now curves without a 
design—and end at the back in a|break beyond the radiator core 
new streamlined rear deck that|and down to meet the 1940 grille. 
slopes back at 45 degrees. The new Hood opening this year is same 
streamlined rear end completely | as before, with only the top 
conceals this year’s larger trunk, | panels hinged for service. A twist 
that is lighted at night by inside |of the handle raises one top sec- 
windows” at the back of the two|tion part way for convenience in 
tail lamps. lifting, and an automatic spring 
For 1940, the front-end grille is | holds the panel in open position. 
more nearly a solid section in body| gtreamlined into the front fen- 
color, broken only by a metal cen-| der contour are the improved new 
ter strip and three decorative | Sealed Beam headlamps — latest 
louvres at either Side, high and | development of the auto industry 
close to the chromium belt. in collaboration with the Motor 
The Rosen oe however, is | Vehicle Commissioners of the 48 ‘ :e , ' - 
much bigger, with larger ventilat- |states, and regarded by many as ; -door sedan. Stronger ‘“‘eye appeal’’ is a feature of the new design, while the yg for a Con: 
ing sections and fresh chrome|the number one safety improve- livinch wheelbase. permite & longer, wider, lower Bedy eoutmumns ag en oe a oy Payment tie 7 
treatment on the catwalk louvres | ment since shatterproof glass. See So ts aaase Ge ian cantard on “Roadking” as well as Deluxe; better vision through lay Price 


year: y t gea : : ; 
between the fenders. These now| Improved vision is a feature of iaahicla ial auplews; eae Realed Beam headlamps; new design transmission and clutch for quicker, easier shifty 











provide 270 square inches of|the new Plymouth design. The | and big Floating Power engine with vital parts Superfinished for greater smoothness, longer life. T 
added ventilating surface for air | driver now gets a 20 percent better 0 
intake to the radiator core. view of traffic front and back, Ink 


Larger fenders, front and rear,|through a higher, wider wind- 
match the bigger proportions of | shield, and a distinctive curved- 
the new automobile. Both front | glass, one-piece rear window that 
and rear fenders are higher at the |follows the contour of the new 
crown, and lengthen out over all|curved rear deck, it is said. 
four wheels to add horizontal em- All windows are larger through- 
phasis to the car. This style theme | out the car, affording better vision 
is repeated in two parallel speed | for passengers and emphasizing 
lines on each fender, directly over | the greater roominess inside. The 
the wheel. new windshield alone contains 95 

Front fenders curve inward and square inches more glass than 
up to form the sides of the bigger (Continued on Page 21, Col. 1) 
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1940 PLYMOUTH DELUXE SEDAN. An increase of 12 cubic feet in space inside is a feature of this 1940 model! tract, re, 
luxe Plymouth four-door sedan. Larger trunks are concealed by the new rear-end design, and are lighted at night equipment 
inside ‘‘windows” at the back of the two tail lamps. The co: 
plugs wer 
at unit | 
cents or | 
for origin 
to non-co: 
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PHANTOM VIEW of the 1940 Plymouth’s new “all-weather Aircontrol sys- 
tem,” that provides fresh, filtered, Besoeets heated air inside the car for all 
seasons, winter or summer. Seven different adjustments permit an unlimited In this 
range of operation to keep driver and passengers comfortable, without drafts . nounces ti 
and without steam on windows, but with constant fresh air regardless of Christ: 
weather outside. Directional ducts provide equal comfort for front seat or back 1940 PLYMOUTH COUPE. Larger and more luxurious, the new Plymouth coupe has a 117-inch wheelbase and! mas 
seat passengers, warm in winter or cool in summer through circulation of | “luxury ride” gained by moving passengers forward and completely ‘redistributing chassis weight. Both coupes cause the’ 
filtered air. sedans come with or without running boards. F getting al 
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To Stage Open 
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SEATTLE. — Efforts of Seattle | ® 3 RS f as - 
dealers will be concentrated on a| 3 “ eee Mich. T 
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STATE COLLEGE, Pa—A The supervisors came to e benefit its 
model training course for truck | lege to work out the progr. tisepeccided 
drivers, similar to that being used| Prof. A. E. Neyhart, ew Members ar 
for non-commercial drivers in| tive head of the colleges" F through the 


many safety classes, is expected to | of public safety. 


‘yy 7) € 
Toll Touches 
PLYMOUTH INSTRUMENT panel and controls. To safeguard the car’s new . Y . 1938 
‘‘Luxury Ride,’ besides the safety signal speedometer this year, the ammeter, ST. LOUIS.—The city’s traffic death 
fuel gauge, oil pressure gauge and heat indicator all have “reminder” safety | toli for the first seven months of this 


'  F 1940, steerin ost gearshift is . year reached 51, the same for the com- 
signals to warn of dangerous conditions. For 1340, s & P parable period last year. 


— a — | 


models Oct. 15-21, simultaneous s 
with the New York show. Richard DETRO! 
P. Lewis, president of the Seattle set as the 
Automobile Dealers Assn., is the truck driv 
CHASSIS DESIGN for the 1940 Plymouth “Luxury Ride.”’ This diagram shows general show chairman. held at N 
the different location of the wheels with respect to the chassis, to move pas- . in con t 
sengers closer to the center of car weight, where road irregularities have least The open _ house showroom | 3 nec 
effect on the ride. With Plymouth’s new 117-inch wheelbase, rear seats are | shows” will be sponsored by the| | Convention 
approximately 8Y% inches farther forward of the axle. The whole car is lower association, as has been done the| | ing Assn., 
without diminishing head room. past two years. ee 
There was some sentiment in st 7 
favor of a big auditorium automo- Pointed ! 
bile show, but this could not have Mepresent 
been held until the first week in n. at tl 

November. With factories putting | @ JE rodeo * 

out their new models two months| @ - eke WP Truckin 

ahead of the New York show, a| — a in Chicas 
date as late as November was con-| MORE SPACE in 1940 Plymouth interior Note the wide, straight ra = 

sidered an anti-climax, since the | without “dog leg” or cutaway section around the fender contour, Pi 

public would have found no novelty — entrance and exit. This view also shows the grained mouldins® Exter 
in the new models, some of which SSRONS, and deep, wide =. ft Rim Gen 

are already seen on the str ss of Fim Club, 
Seattle. ; —? Model Training Course ling Same minerd. rece tena Sales 
| Seen for Truck Drivers | Pennsylvania State Colles’ J men in oth 
8. As the 


standard on ‘“‘Roadking”’ as well as Deluxe. 
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jdams to Head 


New Policy Seen 


yEW YORK.—Election of Avery 
C Adams as vice-president in 
‘ of sales of the United 
States Steel Corp. of Delaware and 
‘a member of the executive com- 
and board of directors of 
company, effective Oct. 1, is 
unced here. 

He succeeds C. V. McKaig, who 
become assistant to the presi- 
t, with duties to be assigned. 
Kaig will remain a member of 
executive committee and board 
the Delaware company, which is 
management concern for steel 
nufacturing subsidiaries of the 
ted States Steel Corp. of N. J. 
Adams’ election, according to 
ginouncement, not only represents 
g recovery of his services by U. S. 
i, which lost him to Inland 
} Co. on Dec. 1, 1938, but also 
ks the start of a new sales 
cy by the company. Reported 
cations were that Adams would 
ye full authority in his sales po- 
ition, a condition that has not ex- 
jsted in U. S. Steel management 
for a considerable period, it is said. 





Price-Fixing Laid 
To GM and AC 
InFTCComplaint 


WASHINGTON. — The _ federal 
trade commission last week 
charged General Motors Corp. and 
its subsidiary, AC Spark Plug Co., 
with violation of the Clayton, 
Robinson-Patman and federal 
trade commission acts. 

The complaint alleges the com- 
panies had exclusive dealing ar- 
rangements with some 1,500 whole- 
salers covering the sale of AC 
spark plugs, oil filters and other 
automotive accessories. Price dis- 
crimination allegedly was prac- 
ticed between classes of their di- 
rect, indirect, contract, non-con- 
tract, replacement and_ original 
equipment accounts. 


The commission charges spark 
plugs were sold by the respondents 
at unit prices ranging from six 
cents or less to automobile makers 
for original equipment to 41 cents 
to non-contract retail suppliers. 


New Christmas Contest 


Has ‘Insurance’ Angle New Sa fety-Lock Cord Body 


CHICAGO.—Instead of the usual 
Christmas contest plan, built 
around “playing Santa Claus,” 
“jingle bells,” “hang up your stock- 
ing” and similar ideas, a new sales 
activity is the “Merry Christmas 
Insurance” plan just brought out 
by Belnap and Thompson, Inc., 
sales promotion agency. 


In this plan a company an- 
nounces to each salesman that his 
Christmas worries are over, be- 
Cause they’re going to insure his 
getting all the Christmas gifts he 
Wants. It won’t cost the salesman 
acent; “premiums” are paid with 
sales. Only requirement is that he 
Must be “alive” to collect, and 
Prove it by the kind of selling job 
he does. Mailing pieces in the 
campaign tie in real “insurance” 
angles known to everyone. 


Mich. Trucking Assn. 


Sets Date for Rodeo 


DETROIT.—Sept. 29 has been 
et as the date for the Michigan 
truck drivers rodeo, which will be 
held at Northwestern Field here, 
in connection with the 6th annual 
‘onvention of the Michigan Truck- 

& Assn., according to Don Smith, 
’8sociation’s general manager. 

This will be an elimination con- 
test in skillful driving, Smith 
Pointed out, and the winner will 
represent the Michigan Trucking 

8n. at the National truck drivers 
Todeo to be held by American | 
‘tucking Assns. at its convention | 
In Chicago Oct. 23-25. 





Extends Membership 


pHACKENSACK, N. J.—The Hub and 
bile Club, an organization of automo- 
Ne salesmen here, has decided to ex- 





vend its membership to include sales- 
“ in other Bergen County communi- 
hb 8. As the first step in a program to 
enefit its members, the group also 


a8 decided to run a series of adver- 

moments in newspapers listing its 

th mbers and urging the public to buy 
rough them, 


| and its sensational new Gear-Grip tread design, 
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DON'T FORGET, 


| WANT 
FIRESTONE 
CHAMPION 


TIRES 
ON THIS CAR 


More and More Customers 






































































Amazing Performance of 


and Gear-Grip Tread 
Has Established 
Car-Owner Preference 


From the day of its introduction, the Firestone 
Champion Tire swept to amazing heights of 
popularity and public endorsement. On all kinds 
of roads, in all kinds of weather it has dramatically 
demonstrated its superior protection against 
blowouts, punctures, skidding and sideslips. 


Built with its revolutionary new Safety-Lock 
Gum-Dipped cord body, its two extra layers of 
Safety-Lock Gum-Dipped cords under the tread 


the new Firestone Champion Tire is outperforming 
any other tire on the market. 


Turn the nation-wide public preference for 
Firestone Champion Tires to your sales advantage. 
Specify that your new cars come to you equipped 
with them. Your customers know that Firestone 
Champion Tires are—the only tires made that 
are safety-proved on the speedway for your 
protection on the highway. 

kok 


See Firestone Tires made in the Firestone Factory and Exhibition 
Building at the New York World’s Fuir. Also visit the Firestone 
Exhibit atthe Golden Gate International Exposition at San Francisco 





WILBUR SHAW 

1939 Indianapolis Winner 
More champion race drivers select and 
buy Firestone Tires for their racing cars 
than all other makes of tires oauliteat 
These men, whose lives depend on tire 
safety, know tire construction and they 


refuse to risk their lives or chances of 
victory on any other make. 
































Listen to The Firestone Voice of The Farm— Everett Mitchell interviews C ; 

Farmers each week during the noon hour. See local intense aoe aati Champion 
Also Listen to The Voice of Firestone with Richard Crooks, Margaret Spe ks 
and Alfred Wallenstein, Monday evenings over Nationwide N.B. C. Red Sena. 


TT ae ae eae ee ee a oe eee ee 
THE SPEEDWAY FOR YOUR PROTECTION ON THE HIGHWAY 


Copyright, 1939, The Firestone Tire & Rubber Co. 
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DeSoto Boasts 100-Horsepower Engine, Roomi 


AUTOMOTIVE NEWS, SEPTEMBER 18, 1939 


Models for 1940 Highlight 
Improved ‘Floating Ride’ 


(Continued from Page 1) 


cludes 331/3 percent larger quar- 
ter windows and 15 percent more 


| 


area in the curved rear window. | 


Front and rear seat widths have 
been increased to 51 inches, and 
in spite of lower over-all-height, 
there is also an increase in head- 
room, 

One of the strongest points in 
the 1940 De Sotos, according to 
factory executives, is the new high 
standard of its Floating Ride. En- 
tering into the Floating Ride form- 
ula are not only the longer wheel- 
base of 122% inches, but a re- 
arrangement of the weight ele- 
ments in the chassis, changing seat 
placement in relation to the centers 
of percussion, and synchronizing 
frequency between the independent 





HERE’S the custom steering wheel 
of the 1910 De Soto, equipped with full 
horn-ring. The spokes are arranged to 
give the best view of the instrument 
cluster. 


soft coil springs in front and the 
tapered-leaf rear springs. 

The engine has been moved four 
inches forward in relation to the 
front axle, and the rear axle has 
been moved 7% inches further to 
the rear than its former position. 
This leaves the rear seat a full 
11 inches ahead of the rear axle, 
where a Floating Ride without 
pitching or road jolting is experi- 
enced, engineers say. 

While the Floating Ride was be- 
ing arrived at, partially through 
the lengthening of wheelbase, this 
change made possible another im- 
provement. With wheel housings 
moved to the rear there was no 
longer necessity for having a quar- 








t ha 330A 


BETTER 


“MAC-IT” WITH NICKEL 


For more than a quarter century 
machinery designers have utilized 
the superior physical properties 
of Mac-It screw fastenings, made 
by the Mac-It Parts Co., Lan- 
caster, Pennsylvania. From the 
very beginning, Mac-It fastenings 
have been fabricated from a spe- 
cial Nickel-chromium alloy steel— 
essentially SAE 3140 but held to 
a 5-point carbon range. All Mac- 
It fastenings are milled from solid 
bars, heat treated to develop the 
full physical properties of this 
high-grade Nickel steel. The Mac- 
It line includes square head set 
screws, socket head and hex-head 
cap screws, too] post screws, etc. 
Because the strength of Nickel 
alloy screws is three to four times 
that of conventional carbon steel 
screws, Mac-It fastenings can be 
made correspondingly smaller. 
This results in neater appearance, 
less expensive tapping and greater 
strength in parts drilled, due to 
smaller space re- 
quired by small- 
er screws. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 











ter-circle “dog leg” in the rear 
doors of sedans, and with square- 
bottom doors, it became possible 
to lower door windows all the way 
to the sill level. Furthermore, this 
change in position of wheel hous- 
ing is said to add inches to the 
hip room of rear seat passengers. 


Mechanically, the 1940 De Sotos 
have a number of new advantages, 
the most important of which is the 
increased horsepower output of the 
high-compression, floating-power 
engine. Partially responsible for 
the power boost to 100 horsepower 
are high-lift camshafts which in- 
crease valve lift and consequently 
step up torque and power. 


Engineering tests have proved, it 
is claimed, that none of De Soto’s 
gasoline economy has been sacri- 
ficed by the increase in horsepower. 


Engine features, which are con- 
tinued in this year’s power plant, 
are full length water jackets, water 
distributing tube, full pressure lub- 
rication, stannodized U-slot pistons 
with four compression rings; sym- 
metrical connecting rods; four- 
bearing counterweighted crank- 
shaft and hardened exhaust valve 
seat inserts which postpone valve 
grinding for as much as _ 30,000 
miles. 

Lower Gravity Center 


The 1940 De Soto center of grav- 
ity has been lowered due to changes 
in frame design. The angle of rear 
kick-up is sharpened; the front 
cross-member has been made 
deeper and stronger. Also, the cen- 
ter X-member is now further to 
the rear, making the overdrive 
unit, where used, more accessible. 


Ten improvements have been 
made in the synchro-silent trans- 
mission and gearshift that are said 
to make for easier operation, longer 
life and more efficiency. Low and 
reverse gears are 1/16-inch wider, 
straight roller bearings carrying 
counter shaft load are 3/16-inch 
longer, and the actual shift inside 
the transmission housing has been 
lengthened to provide for the full 
engagement of the cluster and slid- 
ing gears, which gives greater 
tooth contact. 

In the gearshift itself there is a 
considerably shorter throw of the 
lever; outlet on the transmission is 
on the side, providing a more effi- 
cient hookup and at the same time 
making flat floors possible in the 
driving compartment; the _ syn- 
chronizer has been improved; round 
rails in the transmission make 
parts more accurate and uniform 
and shifting easier; and _ tooth 
pointing in low and reverse is 
changed to cut down on inter- 
ference. 


Drums Superfinished 


Superfinish, the recently devel- 
oped metal finishing process of the 
Chrysler Corp. which is claimed to 
polish moving parts so perfectly 
that friction and wear is reduced 
to a minimum, is applied to addi- 
tional items in this year’s De Soto. 
Brake drums are now Superfin- 
ished for longer brake-lining life, 
and other parts to which this pro- 
cess is applied include crankshafts, 
pistons, flywheels, camshafts, valve 
stems and tappet heads. 


Sealed Beam headlamps improve 
visibility at night with an increase 
of 50 to 65 percent in illumination 
effectiveness, guarantee against 
diminishing reflector efficiency, and 
are reported to last two or three 
times longer than filaments form- 
erly used. 


There has been only one small 


| change in the rear axle, involving 


the use of a leather instead of felt 


| inner seal on the rear wheel bear- 


ing. The axle is of the semi-float- 
ing type with hypoid driving gears. 

Appointments, upholstery and 
hardware features include the 
small coat-hanger hook incorpo- 
rated in the assist straps of sedans, 
a tricky new ash receiver so built 
into the instrument panel that its 
contents cannot be blown upon 
passengers by stray breezes, and 











Highlights of 1940 DeSoto Line... 





GENEROUS SIZE and the new speedstream lines of the 1910 De Soto are apparent in this photo of the four-door 
deluxe sedan. The chrome belt moulding, stretching from nose to rear quarter, the wide catwalk grilles, and the 


“duplicating curve” fenders, all combine to indicate length, roadability and generous size. 





LONG, SWEEPING LINES, accentuated by the chrome belt moulding, are highlights of this 1910 De Soto two-door 
deluxe sedan. It has a 100-horsepower engine, along with numerous other improvements. 


light to illuminate the luggage 
locker. 
The locker itself has a wider 


bottom opening, flush with the top 
of the bumper, which obviously 
makes loading baggage much eas- 
ier, and the space between the 
bumper and body is filled with a 
stone-shield which could serve as 
a resting place for packages while 
the compartment lid is being 
opened or closed. 

Other convenience items are the 
new placement of the spare tire, 
which is mounted vertically on the 
right side of the luggage compart- 
ment; an easier and shorter throw 
of the Handy Shift lever on the 
steering wheel; a new trigger-re- 
lease parking brake brought closer 
to the driver's left hand; ventilat- 
ing wings which open wider, and 
rubber sealing entirely around 
doors to keep out dust, dirt, etc. 


Give Red Warning 


Among the new safety devices 
are tiny night lights which show 
a red warning signal when the gas 
supply, oil pressure, water tem- 
perature or electrical system re- 
quires attention. There is also a 
safety signal speedometer which 
shows green, amber or red as road 
speed is increased. The red signal 
shows at all speeds above 50 miles 
per hour, thus serving as a con- 
stant warning of danger in the 
higher ranges. 

New to the line this year is a 
convertible coupe in the Custom 
series with a top which folds up 
or down under power supplied from 
the engine. A push-pull control 
knob on the instrument panel 
starts the mechanism operating. 


Body types available on the De- 
luxe line are the four-door touring 
sedan, two-door touring sedan, 
coupe, coupe with auxiliary seats 
and seven-passenger touring sedan. 

The Custom series has, in addi- 
tion to these choices, the converti- 
ble coupe and seven-passenger lim- 
ousine. 

All models are available with or 


light ports in back of each tail | without running boards as desired. 
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DE SOTO’S 1940 STYLING includes the new out-flaring rear body contouw 
which match the fender lines and at the same time give an impression of under 


slung roadability. Shown is a Custom four-door sedan. 


ie ® ——— 





GETTING OUT the spare tire in a 1910 De Soto is no problem, 


the locker is loaded with luggage. The tire is mounted on edge 4t 


side where it helps to compensate for the weight of the driver. 
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3|Iruck Shortage Seen as Canada Takes Over Units 


~|fransport Firms Forced 
To Rent Extra Vehicles 


special to Automotive News 
TORONTO.—A survey of trans- 
rt companies here reveals the 
Canadian department of national 
jefense and various army battali- 
ons have commandeered numer- 
ous commercial vehicles for the 
moving of troops and supplies as 
the government prepares its na- 
tional defenses. 
Commandeering transport trucks 
is not a conscription measure, it 
was learned, for the government 
is paying for the trucks and driv- 
es at daily, hourly and, in some 
cases, mileage rates. 
Already several transport com- 
panies have been seriously incon- 
yenienced by the government's 
commandeering move, since in ad- 
dition to a shortage of trucks, the 
transport industry here is boom- 
-door | ing. The result has been that some 
1 the | companies have been forced to sup- 
ply the government with trucks 
and drivers while they rented extra 
tucks for their own use from 
smaller cartage agents. 


It is understood the department 
of national defense is at the pres- 
~~ | ent time only commandeering two- 
“| ton trucks, with a view to stand- 
ardizing all defense transportation 
throughout the Dominion. 
Large fleet operators in Toronto 
mei and other large Canadian centers 
have been holding meetings with a 
view to making suggestions to the 
government regarding the trans- 
prt industry in the event of ac- 
tual hostilities. It is believed the 
transport industry will recommend 
to the government the setting up 
of a central bureau through which 
government truck requirements 
would be filled. In this way no one 
company would be asked to supply 
a dozen trucks while its competi- 
tors were not required to supply 
me, | ANY. 
At the same time, suggestions 


229,064 Buyers of 7 Leading 


New Car Models Read 
True Story 


erin oe ee 


Women's B 





Figure alongside each bar indicates the pro- 
tected coverage of actual new car 
buyers of 7 makes. 


This actual evidence of the cover- 
age of new car buyers offered by 
fading magazines has been de- 
veloped from a new investigation 
nade by the Burns International 
tective Agency working in col- 
aboration with the Hooper 
olmes Bureau. 

f all leading magazines, True 
tory has the only basically dif- 
‘rent appeal and thus tends to 
tach a different group of new 
- buyers. Remember: It takes all 
nds of folks to make a new car 
market... and it takes all kinds of 
habazines to reach them! To see 
oW you can get a copy of this 
“lentific analysis of new car buy- 
ts’ reading habits, read “The In- 
Wring Reporter” 


whet Page 19. (Adv.) 


righ! 


Source: Fact & Fancy About Magazines 


have been made that if govern- 
ment commandeering brings about 
a shortage of transport trucks, the 
industry will co-ordinate delivery 
services. 

Under the War Measures Act, 
invoked by the Dominion govern- 
ment, the government has the right 
to commandeer all trucks neces- 
sary for the transportation of war 
supplies, troops and ammunition. 


In Toronto, some transport driv- 
ers, members of the Canadian 
militia, have been called for duty 
and have found themselves driving 
their regular trucks, the survey 
of transport companies showed. 

Though no mention has been 
made of the possibility of women 
transport drivers in the event of 
actual war, it is not unlikely that 
they will be pressed into service. 
In England, women have been 
trained by the government to drive 





HUDSON SALES EXECUTIVES are busy these days co-ordinating orders, 
already announced as the best in 10 years, officials report. Conferring in Chicago 
with George H. Pratt, standing, general sales manager for Hudson, are left to 
right: R. G. Donahue, Minneapolis regional manager; Cc. M. Braun, Cincinnati 
regional manager; C. W. Treadwell, Indianapolis regional manager; Curt R. 
Collins, Chicago regional manager; C. G. Beeching, Hudson midwest sales man- 
ager; Bill Courage, Hudson sales office manager; J. S. Oliver, Dallas regional 
manager; D. E. Slaughter, Memphis regional manager; Bob Hockett, Wichita 
regional, and L. M. Cregor, Des Moines regional manager. 


transport trucks during war time|while transport drivers attended 
and already they have been used }territorial training camps. 





Hearing Is Delayed 
On New Financing 


Program for Reo 


DETROIT.—Hearing on reor- 
ganization of the Reo Motor Car 
Co. was adjourned last week until 
Sept. 20, by Judge Arthur F. 
Lederle in federal court here, at 
the request of Byron L. Ballard, 
attorney for the receiver, Theodore 
I. Fry. 

Ballard said the receiver has not 
been notified of the final terms of 
a proposed $2,000,000 loan from 
the Reconstruction Finance Corp., 
and that a reorganization plan ac- 
ceptable to the RFC must be 
drawn up to effect the loan. 

The plan would set up a new 
company in which the board of di- 
rectors would be a voting trust of 
three, to be appointed by the fed- 
eral court. 

The plan calls for the exchange 
of share for share and specifies 
there shall be no elected board. 


YOU'RE WISER 


THAN A JUDGE 





Here’s one time you can “‘tell it to the 
judge’’ and get away with it! 


.-. about automobiles! 


*‘What grade of gasoline are you using?”’ 
That question saves a lot of time and trouble 





column on | 


OUR CUSTOMERS may know the law, bank- 
Va medicine or some other line perfectly 
... yet be just plain ignorant when it comes to 
autos. They blame the car...or you...the instant 
they don’t get all the performance or mileage 
they think they’re entitled to. 

It just doesn’t enter a customer’s head to 
blame the low-grade “‘bargain”’ gasoline that he 
puts in his tank. 

Why should he? He doesn’t know that a car 
can’t give a better grade of performance than the 
gasoline he uses permits. He doesn’t know that 
you can’t advance his spark for more power and 
economy if the fuel ‘‘knocks” or ‘‘pings.’’ And 
he won’t know these things until you tell him. 

That’s why smart service men today ask their 
customers one simple thing before they start 
working on an engine: 


THIS MONDAY NIGHT tune in on ‘‘Tune-Up Time’’ over 
Columbia Broadcasting System, 7 P. M., E.S.T.;6 P.M., 


C.S.T.—9 P.M., M.S.T.; 8 P.M., P.S.T. 





in the long run. Remember, plenty of ‘‘motor’’ 
trouble —‘‘ knocking”’ or “‘ pinging,’’ sluggish 
acceleration, poor mileage—is often gas tank 
trouble. Straighten that out with your custo- 
mer and you’ll keep him happy and at the same 
time save yourself many a headache. 


YOUR CUSTOMERS HAVE THESE 3 CHOICES 


BEST PERFORMANCE —with gasoline 
marked “‘Ethyl’’ on the pump or globe. It is 
highest in anti-knock and all-round qual- 
ity. Contains enough tetraethyl lead so that 
the engine’s spark can be advanced closest 
to the point of maximum power and econ- 
omy without *‘knock”’ or *‘ping.’’ 


GOOD PERFORMANCE—with “regular” 
gasoline, which permits the spark to be con- 
siderably advanced without ‘“‘knock’’ or 
“‘ping.”” Most “‘regular’’ gasolines now con- 
tain tetraethyl lead, as shown by the ‘“*Lead”’ 
signs on the pumps. 


POOR PERFORMANCE—with low-grade 
gasoline, poor in anti-knock quality. With 
low-grade gasoline in a modern car, the en- 
gine’s spark must be retarded—which means 
loss of power and economy. 
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| 
Head by New Car Buyers. | ETHYL GASOLINE CORPORATION, manufacturer of anti-knock fluids used by oil companies to improve gasoline 
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THE INQUIRING 
REPORTER 


NO. 4 OF A SERIES 


True Story presents a specific few 
of the findings of a ate 
vey of New Car Buyers’ magazine 
reading habits. To get the complete 
study fill in the coupon at the bot- 
tom of this column. 


CESSES CST ETE ETT S ET TE 
THE QUESTION 


What t i 
vend? monthly magazines do you 


THE RESPONDENTS 
New 1939 HUDSON Purchasers. 


THE ANSWERS 


(You’ve seen these answers by mail 
time and time again, but here’s the 
first ba you've had answers based 
on actual inspection of copies within 
the home!) ven 














Maurice G. 
PEP pea 
Binghamton, N- suenicas Hose 
Y.: “Here’s our |°. f . 


current issue of | 
American Home. 
We like this mag- 
azine best.” True 
Story’s nation- 
wide invest iga- 
tion of the mag- 
azine coverage of 
new car buyers Ri 5 
presents actual evidence that Hud- 
son advertising in American Home 
reaches 29 new car buyers per ad- 
vertising dollar. 

Harold M. ———————————_ Jr. 
1 oor WHITECOLLAR 
EMPLOYEE, 
Modesto, Cal.: 
“Good House- 
keeping is the 
magazine my wife 
gets most often.” 
True Story’s na- 
tionwide investi- 
gation of the 
magazine cover- 
age of new ‘car 
buyers presents 
actual evidence that Hudson adver- 
tising in Good Housekeeping reaches 
49 new car buyers per advertising 
dollar. 

Vincent W. 
WHITECOLLAR 
EMPLOYEE, | 
Tacoma, Wash.: 
“We read Ameri- 
ean Magazine 
religiously at our 
house.’”’ True 
Story’s nation- 
wide investigation 
of the magazine 
coverage of new 
ear buyers pre- 
sents actual evi- 
dence that Hudson advertising in 
American Magazine reaches 52 new 
car buyers per advertising dollar. 


Joe M. > 
peewee WAGE EARNER 
2 Story Sandusky, Ohio: 
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“My wife gets 
True Story at the 
newsstand every 
month, She reads 
it from cover to 
cover and so do 
I!” True Story’s 
nationwide inves- 
tigation of the 
magazine cover- 

as $b age of new car 
buyers presents actual evidence that 
Hudson advertising in True Story 
reaches 51 new car buyers per ad- 
vertising dollar. And the same study 
further demonstrates that True 
Story Magazine, with the most 
unique editorial structure among 
magazines, reaches more new car 
buyers that don’t read the four big 
weeklies than any other of the ten 
major monthly magazines! 


With 9,000,000 New Car 
Buyers and only 3,000,000 
Families earning more than 
$60 a week 
It takes all kinds of folks 
to make a new car market 
...and it takes all kinds of 
magazines to reach them! 


Write your name and phone number in 
the margin. Then tear off the corner of 

SEB this page, give it to your secretary and tell 
her to mail it to: Al Degen, True Story 

Be Magazine, 627 New Center Building, De- 
troit, Michigan. He'll see that you get 

Fr our copy of the new report ‘Fact & 
Fancy About Magazines Read by New Car 
Buyers’’ immediately. 


COMPANY | PHONE | 
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Industry to Continue Growth, Sloan Says 


Sales Fluctuations 
Due to Income, He 


Tells Stockholders 


NEW YORK.— There does not 
seem to be any justification for be- 
lieving that the automotive in- 
dustry has reached the maximum 
of its growth, Alfred P. Sloan jr., 
chairman of General Motors, de- 
clared in a discussion of “The 
Automobile Industry—Its Future 
Growth,” which featured a divi- 
dend message sent out last week to 
more than 350,000 common stock- 
holders of General Motors. 


Sloan presented an analysis of 
the fluctuations in automobile 
sales, stressing their relationship 
to the national income. In this con- 
nection, he said: 


“Economically, the volume of 
automotive sales, and more par- 
ticularly year-to-year fluctuations, 
must necessarily vary as national 
income goes up and down. The 
most outstanding characteristics 
of this relationship are two: (a) 
as the trend of the national in- 
come changes from year to year, 
the volume of automobile sales 
falls below the average relation- 
ship when business declines and 
rises above when business im- 
proves, and (b) the volume of the 
industry increases in general at an 
accelerated rate as the level of the 
national income rises. 


Become More Liberal 


“The reason for the first re- 
lationship is that in periods of 
lowering national income prospec- 
tive purchasers become conserva- 
tive in their outlook. They are in- 
clined to continue to use cars al- 
ready in their possession. Con- 
versely, when business is improv- 
ing, customers become more liberal 
in their purchases as their con- 
fidence in the future increases, 
hence the number of new cars sold 
increases more rapidly. 

“As to the second relationship, 
there is economic justification for 
the fact that the volume of the 
automotive industry increases at 
an accelerated rate with rising 
national income. As that income 
rises, there is a widening spread 
between income and the normal 
outlay for the essentials of food, 
shelter and clothing—the necessi- 
ties of life, let us say. This margin 
of income over and above what is 
needed for such bare necessities 
permits the purchase of comforts, 
conveniences and luxuries, thereby 
adding to the enjoyment of life, 
improving the standard of living 
and accelerating our economic and 
social progress. 

Speeds Up Car Sales 


“The higher the national income 
rises the more this spread is re- 
flected down through the lower in- 
come groups, thus accelerating 
new car sales and superimposing 
upon such sales still additional 
sales due to the stimulation of the 
used car market—an important 
limiting factor in the sale of new 
cars. Thus, a greater portion of 
the community enjoys new cars. 
More families become two or three- 
car owners. And a far greater 
number can afford better used 
cars, or become used car owners. 

“Actual sales of motorcars dur- 
ing the past 20 years have been 
subject to wide variations. On the 
other hand, ownership as measured 
by the number of vehicles reg- 
istered shows a persistent upward 
trend until 1929. Even since 1929— 
a period generally characterized by 
uncertain business conditions—the 
registration of passenger cars and 
trucks in the United States has in- 
creased more than 10 percent, in- 
dicating the extent to which the 
motorcar has become a permanent 
and an essential part of the daily 
life of the community and the im- 
portance placed upon it as a 
means of individual and com- 
mercial transportation. 


Increase Has Slackened 


“Since 1929 the rate of increase 
in total registrations, or motor ve- 
hicles in use, has materially les- 
sened—being to an important de- 
gree the result of sharply-lowered 
levels of national income charac- 
teristic of the past 10-year period. 
This has an adverse effect upon 
the productivity of the automotive 


Ford Fetes Forces .. . 





MANAGERS of four Ford Motor Co. branches in foreign countries are shown 





Ford Managers 


See 1940 Models 
At 3-Day Session 


DEARBORN. — Managers and 
assistant managers of the 34 Ford 
Motor Co. branches in the Uniteg 
States and a group of executive 
of foreign Ford branches as = 
distant as Alexandria, Egypt ni 
Yokohama, Japan, took part in 
three-day meeting at the po 
pany’s home offices last week. 

The first day’s program included 
a meeting in the theater of the 
Ford Rotunda, presided over by J 
R. Davis, general sales manager 
and an inspection of 1940 Ford 
Mercury and Lincoln-Zephyr cars 


here with J. R. Davis general sales manager and R. I. Roberge, in charge of 
’ ’ and Ford trucks and com i 
ae i f Mercia] 
export sales, at a meeting of U. S. Ford branch managers on the grounds o ears at the company’s test tracks, 


the Rotunda at Dearborn. In the group, left to right, are M. A. Valdez, sales 


Service and parts and accessory 


manager of the Havana (Cuba) branch; Davis; A. R. Lajous, manager of the : 
: : ,| sales programs were outlined at a 
Mexico City branch; B. Kopf, manager of the Yokohama (Japan) branch; meeting at the test tracks. 


Roberge, and M. Hofinger, manager of the branch at Alexandria (Egypt). The 


After a luncheon on the lawn 


managers inspected Ford, Mercury and Lincoln-Zephyr cars for 1940 and dis- adioinin h ! 
cussed manufacturing and sales programs for 190. a Ss business 





sessions were scheduled, at which 
manufacturing and sales programs 
for the 1940 season were to be out. 
lined by home office executives, 

In addition to the American 
branch executives, the group at. 
tending the meetings also included 
W. R. Campbell, president, and B. 
R. Muir, general sales manager, of 
Ford Motor Co. of Canada, Ltd. 
Windsor, Ont.; B. Kopf, manager 
at Yokohama; A. R. Lajous, man. 
ager at Mexico City; M. Hofinger 
manager at Alexandria, Egypt 
and M. A. Valdez, sales manager at 
Havana. 

Lincoln-Zephyr division managers 
of all Ford Motor Co. branches 
in the United States will come to 
Detroit Wednesday to attend 
three-day meeting at which sales 
plans and program for 1940 will be 
outlined. The meeting will be con- 


HONORING MERIT MEN. T. Naubert, left, Ford national service head, pre- | ducted by A. S. Hatch, in charge 
sides over the Ford Merit Men’s breakfast meeting in San Francisco’s Palace | of Lincoln and Lincoln-Zephyr 
Hotel. At right is John BR. Davis, general sales manager of Ford, who was | sales, and will be concluded with 


featured speaker. 


industry in that fewer sales are 
made to new users of cars. In ad- 
dition, the average age of cars in 
use has become greater, which 
means fewer replacement sales. At 
the same time the inventory of 
available car miles in the hands of 
owners has_ been _ substantially 
lowered, even taking into con- 
sideration the greater mileage be- 
ing built into the recent products. 

“These facts seem to be per- 
fectly clear. When the economic 
barriers, that have been erected 
during the past few years against 
the expansion of enterprise, are 
removed and business can go for- 
ward with confidence as to its fu- 
ture opportunities, there will be 
assured to the automotive industry 
a reservoir of demand represented 
by the shortage in inventory of 
car miles now existing. And as the 
national income increases. there 
are possibilities for expansion in 
the number of car users through 
the broader spread between this 
increased income and the cost of 
the necessities of life. 

“While its development cannot 
be expected to continue at the 
rapid rate that characterized the 
earlier years, there is every reason 
to believe that as soon as our 
national policies permit the re- 
sumption of a normal upward 
trend in the national income, the 
automotive industry will enjoy, 
and at an accelerated rate, a de- 
gree of that prosperity.” 


Buffalo Show Seeking 


British-Made Models 
BUFFALO, N. Y.—Negotiations 
are under way between Marjorie 
Baker, secretary of the Buffalo 
Automotive Trade Assn., and of- 
ficials of the MG Motor Co. of Lon- 
don, England, for the shipment to 
America of 24 models of British- 
made passenger and racing cars 
for exhibition at the annual Buf- 
falo automobile show Oct. 21 at the 
106th Armory. 


Obstacles have arisen since the | 


outbreak of the European war, but 
Miss Baker is confident that they 


will be hurdled even though ad-| 
ditional expense already has been | 


encountered in the way of in- 
creased insurance rates and ocean 
shipment costs. 


| 








EXHIBIT YOUR PRODUCTS 
at th 
40th ANNIVERSARY 
NATIONAL 


AUTO 
SHOW 


GRAND CENTRAL PALACE 
NEW YORK—OCT. 15-22 


Opens Sunday Oct. 15, for 8 days 


Here the motor industry will start its campaign for 1940. 
Buyers, dealers, jobbers, purchasing agents, fl 
sales managers, service men and industrial leaders wil 
attend. Visitors to New York for the World's Fair will 
“et the show attendance. 

nder one roof, in a beautiful setting, will be shown the 
newest in passenger cars, body work light trucks, acces- 
iesel engines and safety displays. Dra- 








sories, parts 


matized_and’action exhibits. 





Some accessory space available: write, wire or telephone 


NATIONAL AUTOMOBILE SHOW 


366 Madison Av 


Ifred Reeves, Manager 


an address by Davis. 





eet —_— 


e., New York, N. Y. 
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Drive to Control Used Car 


ls 
3] 
10n Forror’s NOTE: The following 
Sand ysis of regulations aimed at 


4 Ford ae ing used car advertising 


United - selling methods, as being 
Cutives ied out in New York City, was 
8s far prepared by Mr. Herrick, feature 
pt, and ‘ditor of the Universal Trade 
rt in a | sess Syndicate. It is presented 
* | Com hy AUTOMOTIVE News for the edi- 
ek. jration of those association- 
neon ninded dealers who may be con- 
of ‘the emplating similar measures in 
r by J. arious cities. 
anager, 
) Ford, By George Herrick 
iT cars, Special Correspondent 
mercial | yEW YORK.—Caveat emptor, 
tracks. | se good old Roman way of saying, 
cessory |-4¢ the buyer beware,” has been 
ed ata |.tting the bum’s rush among New 
fork’s more than 3,000 used car 
€ lawn }iealers. 
usiness | yntil about a year ago, there 
; Which vere complaints that advertise- 
Sen. ents in classified sections of 


ives, 


nerican 
Up at- 
ncluded 


and 
ager, 


a, Ltd, 
lanager 
s, man- 
Ofinger, 
Egypt, 
ager at 


anagers 
ranches 


ome 
tend 


swspapers too often did not mean 
shat they purported to say. Com- 
jainants were not all frustrated 
ystomers. Many used car dealers 
sewed with alarm, the new car 
B galers were annoyed, the news- 
of sapers were irritated and the Bet- 
vt Business Bureau had headaches 
om just a few sporadic “shop- 
ing” tours to sce what it was ali 
Actually, conditions were not 
much worse than in any large city 
here there is widespread business 
ina used product. The advertising 
to pons of the dealers were more those 


8 if omission than of commission 


h sales post told the truth, but unfortun- 


will 


be con- 

charge 
-Zephyt 
ed with 


aa 








be Fly not the whole truth. One in a 
fw disregarded it entirely. But 
shat has occurred in New York 
nd is still going on, may well be 
msidered by dealers of every 
mmunity. It can happen to any 
winess area of the country. 

About a year ago conditions prev- 
ent for many years reached a 
ak of irritation. The Better Busi- 
mess Bureau of New York haa 
mplaints from dissatisfied cus- 
mers of used car dealers. The 
utomobile Merchants Assn. re- 
lized something should be done. 
the Classified Advertising Man- 
grs Assn. of New York news- 
apers was approached and recog- 
ized that their newspapers’ pres- 
We was at stake. The commis- 
loner of licenses knew something 
a awry, but lacked authority to 
t without specific complaint. 

By December, 1938, the “Used 
ar Advertising Committee” of the 
‘assified advertising managers had 
een formed and a list of “stand- 
is" giving 18 requirements was 
wmpiled with the aid of the Bet- 
tt Business Bureau, Automobile 
erchants Assn. and the com- 
‘issioner of licenses . . . not to 
fention whole-hearted support by 
¢ automobile squad of the police 
partment, fraud department of 





























Ads Beset by Difficulties 


the district attorney’s office and 
the state motor vehicle bureau. 


By February of this year, the 
AMA had accepted two leading ex- 
clusive used car dealers as mem- 
bers, L. F. Jacod and Julian Weiss, 
who were as anxious as everybody 
else to see the used car field 
“cleaned up” and made more re- 
spectable. So the AMA became a 
contributor of funds to the Bet- 
ter Business Bureau, which started 
out in March on a series of shop- 
ping expeditions that in four 
months covered 285 “shoppings” of 
used car advertisements, by 69 
dealers, including 34 used car deal- 
ers, 22 dealers in new and used 
cars and 12 “residence” dealers. 

Results of these investigations 
were reported back to the AMA 
and the classified advertising man- 
agers. Men in charge of this work 
at the Better Business Bureau re- 
late a series of “adventures” in 
shopping that would entertain any 
dealer for a couple of hours or 
more, if one could get them to 
talk. 

All this would imply a sudden, 
and complete cleanup. But it is not 
that simple. Perfect advertising of | 
used cars is a goal still to be at- | 
tained. It probably will never be 
quite the perfect thing that new 
car advertising can be, for the 
simple reason that a used car is 
by no means a standard product. 
Where models of the same year in 
new cars are all alike, every used 
car, even of the same year and 
make, is different. 

Promotional methods of many 
dealers have been more those of 
the circus and sideshow barker 
than modern merchandising. Al- 
though such advertising has usu- 
ally been honest ensugh in inten- 
tion, it has had too much of the 
human weakness of putting the 
best foot forward and ignoring the 
bad foot entirely. 

Copy submitted by used car deal- 
ers began, under the new dispen- 
sation, to be rejected, if it did not 
meet the list of standards set up 
by the newspapers. So, the adver- 
tiser rephrased his advertisement. 
and in getting out of one trap fell 
into another. A very important 
problem was what the advertiser 
did not say about condition, pre- 
vious use, price and financing. The 
present standards are as complete 
as seems possible, and yet, adver- 
tisements that have passed the 
acid test of the newspapers have 
been “shopped” by the Better Busi- 
ness Bureau and found deceptive 
and misleading. Of course, steps 
were immediately taken to cure 
this so far as possible. 

One regulation in the standards 
is on “competitive statements that 
tend to destroy confidence in the 
advertising columns of a news- 
paper or that reflect unfavorably 
on a competitor or attack the in- 
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sy CENTER-POINT STEERING is used in Hudso 
ici coll suspension. This steering syst 
lon’, CVen the lowest priced, because 
erin’ through which accurate steering 
ng stability on all kinds of road surfaces. 
hich th is further improved by the incor 


poration of pperates Auto-Poise control 
elps hold wheels on their course automatically. 





n’s new independent front 


em is now used on all new 1940 Hudson 


it provides the correct geometric rela- 
. is said to be obtained and assures 
Hudson’s new front wheel sus- 




















en. seme 


HUDSON DISTRIBUTORS from far away lands were Detroit visitors last 
week. Left to right, Sir Charles and Lady Norwood of Dominion Motors, Ltd., 
Se Ak on New Zealand, and Mrs. and Mr. Axel Semler, of Skandinavisk Motor 
Co. A S, Copenhagen, Denmark. 


us, such as “why pay more?” or 
“prices beyond comparison” and 
“prices and terms that defy com- 
parison,” or “don’t buy an automo- 
bile until you see our bargains,” 
and “wait until next week for our 


tegrity” of an individual firm. This 
seems to be a fair regulation, but 
included in the things a dealer can- 
not say are many of the time- 
honored “ballyhoo” claims that ap- 
pear quite innocuous to most of 


Vigilance is his watchword, just as it has been 
ours all through our business life. Watching far 
horizons, keeping constantly on the alert for 
the slightest sign of change or trouble — these 


are the qualities which make for leadership in 
our industry, too. 


We pride ourselves that our organization has 
these qualities, that we have foreseen new de- 
velopments in the metal-working indus- 
tries, that through years of experience 
we have been able to meet these new 
conditions by new manufacturing 

4 

a 


methods, new metals and formu- 





las, new plants and equipment. 
| a 
; 





DETROIT GRAY 


FOOT OF IRON ST 
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Buyer Beware’ Methods Vanishing in New York City 





big Used Car Sale.” These phrases 
may be criticized as over-enthusi- 
astic, but could scarcely be con- 
sidered deceptive, unless the reader 
is a “literal Lyman” of moronic 
intelligence. 

Still, suppression of such word- 
ing is suggestive of actions by the 
Federal Trade Commission in cen- 
soring national advertising. At the 
least, this standard of used car 
advertising in New York is an ex- 
ample of what can happen when 
the business finds itself in the 
toils of regulation by outside 
agencies, not even governmental. 


In a quite different category are 
the advertisements that serve as 
mere “bait” to get the customer 
into the store. These are unques- 
tionably deceptive, and the Better 
Business Bureau and the news- 
papers found them among the most 
difficult to detect. The phraseology 
is sometimes true, at other times 
misleading, depending in part on 
the intent of the dealer. 

In “shopping” against advertising 
of this calibre, the personnel of the 

(Continued on Page 20, Col. 1) 





During nearly a quarter of a century of opera- 
tion, we have introduced one new metal after 
another, until today our complete line contains 
metals for all types of castings for dies. Six 
regular, alloyed, and electric furnace gray irons, 
plus Flamaloy, a thoroughly practical, economi- 
cal, electric furnace, flame-hardening steel, 
offered by our affiliated company, Detroit 
Alloy Steel Company. 


When may our sales representative 

have an opportunity to discuss 
with you your requirements in 
castings for dies? 

















J. W. Fr President 
Willys Overland Motors; Inc. 
Toledo, Ohio 


I want to “go places- 
; mmediately full snformation on the 
Great New Willys cars OF 1940 and 
the new, generous Willys-Overland 


dealer franchise- 


» Please send 


News —— 


Address — a 


Cay —— 


— 


State ——— 
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Bendix Peace Reopens Nash, 


Motor Shares Continue 


Rise; Outlook Brightens 


Special to Automotive News 


NEW YORK.—Carried along on 
the wave of expectations of im- 
proved business in this country, as 
a result not only of rising com- 
modity prices and demand from 
countries at war but of sounder 
domestic conditions, stocks of auto- 
motive companies have continued 
to advance. The “war babies” con- 
tinue to get the most speculative 
attention but the motors are at- 
tracting large investment demand. 


Aside from stimulation due di- 
rectly to war orders and rising 
commodity prices, business outlook 
continues to be good, particularly 
for the automotive industry. Some 
economists, however, are warning 
against expansion of retail and 
manufacturing plants on the basis 
alone of increased business result- 
ing from the war. On the extent 
this advice is heeded may depend 
how severe will be the adjustments 
after the war during the period 
when wholesale and retail prices 
are expected to decline in line 
with past experience. 


Already a difference is noted be- 
tween the commodity price ad- 
vances now and at the time of the 
World War. So many important 
raw materials and commodities, in- 
cluding farm products, are subject 
to government or cartel controls. 
It is possible to check price ad- 
vances in many instances by sim- 
ply raising the permissible produc- 
tion levels. How this works was 
demonstrated last week when 
President Roosevelt checked the 
rise in sugar by suspending the 
domestic marketing quotas. 


It took only indications that the 
export quotas of crude _ rubber 
would be raised to check the ad- 
vance in rubber prices. As a result 
the tire and rubber company shares 
in the past week were the only 
ones in the automotive list to fail 
to advance over the preceding pe- 
riod. They held the sharp gains of 
the week before, however, when 
their advance had been the largest 
of any group. There still is every 
indication of firmer prices for rub- 
ber products. 


August proved to be another 
good month for dividend declara- 
tions on automotive stocks. Car 
and truck companies declared pay- 


N.Y. Show 


(Continued from Page 1) 


ties on numerous business and in- 
dustrial fields will depend in large 
measure on consumer reaction in 
this country. Much of the conjec- 
ture on this vital point will become 
clarified when the National Auto- 
mobile Show opens its doors, it is 
believed. Sentiment of the large 
cosmopolitan crowds attracted by 
the exposition will afford the first 
major key to general consumer re- 
action throughout the country as 
it pertains to numerous products 
akin to automobiles in their sales 
trends. 


Show results will be watched 
with particular care by other in- 
dustries in the consumer durable 
goods field, such as_ residential 
building, heating and air condition- 
ing equipment, major electrical 
and gas appliances and furniture. 
If the crowds indicate their inten- 
tion of continuing the uptrend in 
automobile purchases noted thus 
far this year, other industries in 
the consumer durable goods field 
will anticipate a similar reception 
for their products. 


New Orleans Operators 
Win Fight on City Tax 


NEW ORLEANS. — Filling sta- 
tion operators saw the successful 
end of their fight for repeal of the 
two-cent city gasoline tax last 
week with introduction of an or- 
dinance in the city council elimi- 
nating the levy. 

The Service Station Assn. of 
Louisiana enlisted the support of 
civic organizations when motorists 
began buying much of their gaso- 
line outside of the city and finally 
won a promise from Mayor Maestri 
that the tax would be repealed by 
Sept. 30. 


ments approximating $43,255,000, as 
against $13,483,000 a year ago, 
bringing the total for the first 
eight months to about $117,712,000, 
comparing with $49,462,000 in the 
like period of last year. 


Parts and accessory companies 
declared $3,364,000 in dividends last 
month, against $1,459,000 a year 
ago, bringing the eight months’ 
total to $26,345,000, comparing with 
$15,104,000 in like 1938 period. The 
aggregate for both groups of com- 
panies was $46,619,000 for August 
against $14,942,000 a year ago and 
for eight months, $134,057,000 and 
$64,466,000, respectively. 

Recent declarations, with dates 
on which the amounts will be paid, 
follow: 

Cleveland Graphite Bronze, 25 
cents, Sept. 30; B. F. Goodrich, pre- 
ferred, $1.25, Sept. 30; McQuay- 
Norris, 50 cents, Oct. 2; Bohn 
Aluminum, 25 cents, Oct. 2; Bower 
Roller Bearing, 50 cents, Sept. 20; 


Briggs & Stratton, 75 cents, Sept. 





15; Borg-Warner, 25 cents, Oct. 1; | 
Budd Wheel, preferred, $1.75, Sept. 
30; City Auto Stamping, 15 cents, 
Sept. 20; Clark Equipment, 25 cents 
on common and $1.75 on preferred, 
Sept. 15; Electric Auto-Lite, 75 
cents, Oct. 1; Ex-Cell-O Corp., 30 
cents, Sept. 30; Ford of Canada, A 
and B stock, 25 cents, Sept. 16; 
Gemmer Mfg., 75 cents on Class A, 
Oct. 1; Goodyear Tire & Rubber, 
25 cents on common and $1.25 on 
preferred, Sept. 15; Houdaille- 
Hershey, Class A, 62% cents, Sept. 


AUTOMOTIVE NEWS 
STOCK PRICE AVERAGES 


Last This Year 

Week Week Change Ago 

24 motors ............35.25 37.59 42.34 28.81 
10 car-truck cos. .-36.97 39.71 +2.74 30.29 
10 parts-access. ...... 26.09 28.01 +1.92 26.02 
4 tire-rubbers ....4..28.20 28.20 . 23.22 





f Libbey-Owens-Ford, 50 cents, 
Sept. 15; Midland Steel Products, 
50 cents on common and $2 on pre- 
ferred, Oct. 1; Modine Mfg., 25 
cents, Sept. 20; Muskegon Piston 
Ring, 50 cents, Sept. 30; Raybestos- 
Manhattan, 25 cents, Sept. 15; 
Square D, 30 cents, Sept. 30; Ther- 
moid, preferred, 75 cents, Sept. 15; 
Timken-Detroit Axle, 
Sept. 20; Waukesha Motors, 25 
cents, Oct. 2; Yellow Truck & 


25 cents, 


Packard; NLRB Rushes Ford 


DETROIT.—Resumption of pro- 
duction on a normal basis last 
week at the plants of the Packard 
and Nash, followed the settlement 
of a 10-day old strike at Bendix 
Products Corp. in South Bend 
Sept. 10. Shortages of brakes and 
brake parts, which Bendix supplies 
to both these makers, had forced 
a shutdown during the previous 
week. 


In addition to the 3,000 men di- 
rectly affected by the strike at 
South Bend, 7,000 were made idle 
at Nash and 9,000 at Packard. 


Terms of settlement of the 
strike could not be learned in de- 
tail, but both sides agreed that the 
differences causing the strike had 
been definitely ironed out. The 
signed agreement between the 
CIO-UAW and Bendix is the first 
which the union has obtained 


from the company during six 
years effort. 
Under its terms, it is under- 


stood, provision is made for ob- 


serving the seniority rights of saulting employes. 








Coach, preferred, $1.75, Oct. 2. 


workers. Employes were granted 
one week’s vacation wih pay an- 
nually and machinery was set yp 
for the settlement of any disputes 
in the future through Mediation 
The CIO-UAW is granted ox. 
clusive bargaining rights for pro. 
duction workers in Bendix Plants, 
While no definite word was given 
out it is believed that the cop. 
tract does not entail “closed shop” 
operation. 

Meanwhile the National Labor 
Relations Board in Washington 
has announced this week that it js 
taking action to secure enforce. 
ment of its decision and order of 
Aug. 29, in its case against the 
Ford Motor Co. 

It has carried to the U. §, cir. 
cuit court of appeals at Cincinnati, 
its order that Ford cease dis. 
couraging membership in the 
UAW-CIO or any other labor or. 
ganization by discharging, refus. 
ing to reinstate, threatening or as. 
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lich. Dealers 


On New Sales Tax Forms 


ranted LANSING, Mich. — Michigan 
ay an. | qutomobile dealers are paging 
Set up | ‘Professor Quiz to answer ques- 
ons regarding the new general 
sPutes j "es tax forms known as “GST- 
ation iis’ to be filed with the secretary 
dex. | state after Sept. 1. The “Pro- 
r pro- gssor” in concise, not-too-legal 
Plants, | jnguage, offers answers to the 
Siven | westions as follows: 
> con. Question: What is an “original” 
Shop” sale? 

Answer: An “original” sale is the 
Labor | sie of a new car, a purchased 
ington | id car, @ repossessed car, or a 
it it is | ised car acquired by the dealer be- 
force- | ire May 19, 1939. 
a Question: What line on the new 
at the form (GST-108) do I use in report- 
By ing an original sale? 
>. cit» | answer: Line No. 3. This line to 
aie fe used only for reporting an 
in the sriginal sale. 
or or- Question: How do I compute tax 
refus- | onan original sale? 
Or as- Answer: The tax is 3 percent of 
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Given Data 


regardless of any trade-in allow- 
ance. 

Question: Do I enter on form 
GST-108 the trade-in allowance, if 
any, on an original sale? 

Answer: Yes. Enter on line No. 
5 amount allowed on trade-in to- 
gether with description of trade-in. 
Enter description in space _ pro- 
vided on forms. 


As far as original sales are con- 
cerned, these replies cover most of 
the ordinary questions which oc- 
cur to the dealer. In a_ second 
group of answers, the “Professor” 
has solved problems involved in 
sales of used cars which the dealer 
has acquired as a trade-in after 
May, 19, 1939. 

Question: Do I enter the selling 
price, regardless of whether it is 
more or less than I originally al- 
lowed on the car? 

Answer: Enter on line No. 4 only 
the original price allowed and 





you are selling it for. Leave line 
No. 3 blank. 

Question: How do I compute tax 
on the re-sale of a car taken in 
after May 19, 1939? 

Answer: Three percent of the 
amount you originally allowed; 
that is, the amount you previously 
reported on line No. 4. 

Question: Is the trade-in allow- 
ance on the resale of a used car 
deductible? 

Answer: Yes. Pay only 3 percent 
of difference between price of 
used car originally allowed and re- 
ported on line No. 4 and trade-in 
allowance on car taken in now re- 
ported on line No. 5. This applies 
regardless if you resell the used 
car for more or less than you 
originally allowed. In short: Three 
percent of the difference between 
line 4 and 5 is required by law. 

Question: Do I have to include 
on the white copy of the new form 
that goes to the purchaser the 
amount I allowed when I took in 
the used car? 

Answer: No. The statement on 
the white copy which goes to the 
purchaser requires only the 
amount of sales tax paid to the 


the full amount or selling price, 


formerly reported, not the amount 


secretary of state. 
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NASFC Is Optimistic 
Over Sales Outlook 


(Continued from Page 1) 


groups who are willing to sell out 
free enterprise by seeking govern- 
ment help in the form of price or 
production controls or licensing 
laws which must inevitably lead 
to regimentation. In the field of 
labor, we must cease defending all 
employers and condemning all la- 
bor leaders and begin to use some 
discrimination. We must recognize 
that free enterprise is in greater 
danger from business reactionaries 
than it is from the Communists.” 

In discussing the relation of the 
European war to American busi- 
ness, Hoffman,’ who was _intro- 
duced by John Darr, vice-president 
of CIT, declared: 

“Our sympathies are all with 
the democracies, yet we must 
realize that the European war 
provides an opportunity for a 
greatly expanded governmental 
control over business. Many who 
inveigh most vigorously against 
the totalitarian philosophy have 





i hank-book view of 1940! 


big car buyers are all yours. For Packard has no 
split proposition. You don’t get just one or two 
cars—you get the whole Packard line, lock, stock, 


Bo 5 


| 


/ 





Spraxine oF good, sound, American dollars 
which car will get you the most of them in 1940? 

We believe Packard. 

We say that Packard offers you a bigger oppor- 
tunity to bank more dollars in 1940 than any 
other car in the whole parade. 

And, gentlemen, we are fairly conservative 
people. When we talk that way it isn’t through 
our hats. The story we’ve got to tell you is 
dramatic enough to be fiction, but it’s straight 
fact from beginning to end. Just listen to this: 

Worth-hearing history! 

Last May, we put the finishing touches on a 
miracle. We accomplished one of the most drastic 
rebuilding jobs this industry has ever known. We 
did it by completing a huge 4-Year Plan that put 
Packard in a brand-new price-and-value position 
and let us adopt a new and permanent pricing 
policy. 

We buried old prices—and slashed from $100 
to $300 off Packard price tags. And yet, gentle- 
men—we didn’t cheapen a single bolt on the cars 
themselves. And if you know your motor cars, 
you'll mark that down as a feat. 

And look what happened—that single price- 
drop shot Packard sales up siaty-five per cent! 
That’s a pretty big jump for anybody's motor 
car. But hete’s the news! 

For 1940—we pushed prices still lower, shoved 
them to the lowest level in Packard history! And, 
gentlemen—Packards are rolling as they've never 
rolled before! In fact, as this advertisement goes 
h it's going to be a day- 





to press it looks as thoug 
and-night job to keep ahead of the demand. 


Four great cars! 


Packard has more to offer you than a perfect 
price set-up—a lot more. ackard is offering the 
higgest package of looks, styling, performance 
and value that America has ever unwrapped! 

Four great cars—and every one of them a 
stand-out job! Look them over, put them 
through their paces—and you ll be talking just 
as loud as we are! 

Four great cars—so priced that you can take 
them and simply rake the entire motor car 
market, bottom, middle and top! ¥ ou don’t need 
to bow out of a single price class! 

They’re all yours! 


We don’t know a single motor car dealer who 


won't clap his hands at this: little, medinm and 


and barrel. 


And—you get elbow room. Room enough to 
make money. Plenty of it—for Packard’s new 
Dealer Expansion Policy says “no crowding” 


and means it. 


Furthermore— Packard knows the kind of help 
dealers want and provides plenty of it... in ad- 
vertising, sales promotion, business management 
assistance, used car merchandising and service 
information—the kind of help that sells cars and 


makes money! 


There are plenty more big reasons why you 
should be thinking of a tie-up with Packard— 
yet them all. Hand the “telegram” below to your 
nearest Operator—fill it out and send it collect. 
Or clip it and send it in the next mail. 


THE FINEST NAME IN THE 


PACKARD 


TO $6300 


GREATEST VALUES IN 
PACKARD HISTORY! 


‘SO 


INDUSTRY 





delivered in Detroit, State tares extra 





es 





W. at. PACKER, 
Vice President of 
Packard Motor C; 
Detroit, Mich, 


Distribution, 
ir Company, 


PLL LISTEN! Giy 
Packard story, | ee 


Name ___ 
Street____ 


City — 


legram [] 


me the whole 1940 
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suggested measures which would 
pave the way for totalitarianism 
in America.” 

As to the prospects of the auto- 
motive industry for this fall and 
the coming year, Hoffman esti- 
mated that fourth quarter sales 
this year will be at least 10 percent 
above the 1938 figure. 

“We face one fact,’ he stated, 
“namely, our exports of passenger 
cars to Europe and certain other 
countries are practically out of the 
picture. Speaking of domestic sales 
of passenger cars only, we must 
recognize that business was ex- 
ceptionally good in the last quarter 
of 1938— 546,876 passenger cars 
were registered. I'll be surprised 
and disappointed if the domestic 
car registrations are not in excess 
of 600,000 units this fall.” 

Present dealer inventory condi- 
tions were described by Hoffman 
as most favorable. “Retail sales of 
used cars in July were in excess 
of the stock of used cars on hand,” 
he said. 

Has Leveling Influence 

“The answer to the question as 
to what effect the advance show- 
ing of new 1940 models has on 
seasonal sales curves,” Hoffman 
continued, “is based partly on ex- 
perience, but involves Some guess- 
ing. The introduction of new 
models in the fall rather than after 
the first of the year has had a 
leveling influence on our sales 
curves. It really results in two an- 
nual peaks in buying instead of 
one. From a production stand- 
point the results of an early intro- 
duction are almost entirely favor- 
able. As far as marketing is con- 
cerned, the fall introduction places 
on dealers the burden of watching 
used car stocks closely to see that 
they are not excessive as the win- 
ter season approaches. This prob- 
lem is not insurmountable—in fact, 
it can be easily met if dealers will 
exercise good judgment. One thing 
is certain—a substantial increase 
in the total annual business re- 
sults from the offering of new 
automobiles in the fall. Many 
people buy automobiles who might 
spend their money for something 
else if the only offerings were the 
old models.” 

Speaking on “Automobile Retail- 
ing,” Clifford M. Bishop, of Bishop, 
McCormick & Bishop, Brooklyn 
Dodge dealers, and a director of 
the National Automobile Retailers 
Assn., told the convention that 
banking support to the industry 
could be rendered in a safer and 
much more intelligent manner if 
a way were found to ascertain the 
true current market value of used 
cars by makes, types and years. 
He advocated a system of report- 
ing currently the movement of the 
market—the number of cars that 
come into it and the number that 
are sold out of it. 

Held Valuable Service 

“The gathering, tabulating and 
publishing of retail and wholesale 
market reports could be well taken 
up as an activity of state dealer 
associations,” Bishop said, “and it 
would be a service of such value 
to the trade and those backing it 
that there can be no question but 
that it would be a self-sustaining 
enterprise. With this information 
before him the dealer could oper- 
ate intelligently. There would be 
nothing to prevent his allowing 
more or less than this market, but 
I am thoroughly convinced that if 
through a business year he could 
see the variations between cars 


‘coming into the market and cars 


going out of the market, he would 
not go very far astray from cur- 
rent values.” 

Bishop also suggested that by 
providing short term straight loans 
for automobile dealers, finance 
companies could introduce a much 
needed stabilizing influence into 
motor car retailing and move a 
step nearer to the solution of the 
problem of bank competition. 

“Recently,” he said, “commercial 
banks have departed quite radical- 
ly from their usual loan procedure, 
and are undertaking a limited 
amount of large and small long 
term loans that take on the es- 
sential character of capital loans. 


If some arrangement along this 
(Continued on Page 22, Col. 5) 
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issue of “People and 
Places,” new monthly mag spon- 
sored by De Soto dealers, hit mails 
last week. Has a paid circulation 
of 420,000, with no ad space for 
sale now or in future. 

With a page size of Newsweek 
and Time, new mag makes gen- 
erous use of photographs, most of 
which have nothing to do with the 


COVER of “People and Places,’’ new 
monthly magazine being sent to 420,000 
De Soto owners and prospects on an- 
nual subscriptions by De Soto dealers. 


automobile business but present in- 
teresting highlights on a variety of 
subjects. Initial cover shows Bar- 
bara Stanwyck, filmer, in a farm- 
erette costume. 

Only appearance of De Soto 
influence is on the inside front 
cover where a regular magazine 
black and white ad is _ repro- 
duced, and in a newsy picture 
spread inside where shots from 


th Dimension 


The News of Automotive Advertising 


By Pete Wemhoff 









Chrysler Corp.’s laboratory show 
methods used to kill the “bugs” 
in new model De Sotos. 

The De _ Soto dealer, whose 
money has paid for the compli- 
mentary copies his owners and 
prospects will receive, is given the 
back page and a choice of three 
types of messages with which to 
fill it. Dealer’s name, address and 
phone number will be carried as a 
signature regardless of the type ad 
he selects. 

Three choices are (1) his selec- 
tion from more than 50 prepared 
ads covering every phase of the 
retail business such as service, ac- 
cessories, used cars, etc.; (2) his 
selection of a new car “ad of the 
month” series which ties in with 
seasonal activities; (3) his own 
showing local interest pictures and 
copy written to his particular spe- 
cifications. The latter choice will 
cost him only the bare production 
costs for plates, typesetting, make- 
up, etc. 

Editor is Frederick O. Schubert, 
New Center Bldg., Detroit; busi- 
ness manager is Allan R. Malcom- 
son. General supervision of the 
book remains with the factory 
sales department, and the produc- 
tion is handled by the American 
Colortype Co. in Chicago. 


Shifts 


This Week magazine announces 
that Miller Cross has transferred 
his headquarters from New York 
to Chicago. 

Cross’ move will put him in 
closer contact with This Week’s 
western sales efforts, which he has 
directed for several years past. 


Smiles 

In Sept. 9 issue of Saturday Eve- 
ning Post, Timken Roller Bearing 
Co. inaugurates a new advertising 


theme, adopts a new advertising 


MIT MMi heel i heat ee) 
Harrison thermostats is rolled and annealed in 
Harrison’s modern rolling mill. 


Thus, uniformity of gauge and temper, factors so 
necessary to satisfactory performance and durability, 


Prema Tet AR et 


For dependable engine temperature control—specify 


HARRISON THERMOSTATS. 


H. 


SO 


Radiator Division, General Motors Corporation, Lockport, New York 





Timken theme, carrying illustra- 
tions of young models with radiant 
smiles. 

| Basic idea was the selection of 
|an advertising appeal that would 
| apply to the bearing market in the 
railway field, and at the same time 
be applicable also to those diversi- 
fied fields in which Timken oper- 
ates, such as motor car, oil well, 
road building, machine tool and 
numerous others. 


l 
| slogan. “Miles of Smiles’ is the new 
| 


Named 


Raybestos division of Raybestos- 
Manhattan, Inc., Bridgeport, Conn., 
has appointed H. B. LeQuatte, Inc., 
New York agency, to handle trade 
and consumer advertising. 


{dvanced 


Frederick Duerr, manager for 
Ruthrauff & Ryan in Seattle for 
past five years, has been appointed 
account executive for the com- 
pany, with headquarters at San 
Francisco, according to Wm. E. 
Betts, Pacific coast manager. 

Mitchell Sutherland, formerly 
automobile editor of the Seattle 
Post-Intelligencer, who for the past 
18 months has been promotion 
manager at Los Angeles for the 


Examiner, succeeds Duerr in Se- 
attle. 
Campaign 


Du Pont will use “hundreds of 
newspapers” as well as magazine 
and outdoor advertising in its 
campaign this fall on Zerone 
anti-freeze, according to an- 
nouncement in New York City, 
where account is handled by the 
B. B. D. & O. agency. 


For Seiberling On 
His 80th Birthda 


AKRON.—F. A. Seiberling, dean 
of the rubber industry, will cele- 
brate his 80th birthday on Oct. 6, 
and plans are being formulated to 
pay tribute. Seiberling, now chair- 
man of the board of directors, 
founded the Seiberling Rubber Co. 
18 years ago this winter. 

Although he relinquished his ac- 
tive executive duties two years ago, 
Seiberling still is at his desk al- 
most daily, serving in an advisory 
capacity. His son, J. Penfield Seib- 
erling, is now president of the 
company. 

Seiberling was born in Western 
Star, O., five miles from the pres- 
ent site of the Seiberling factories, 
on Oct. 6, 1859. His father, J. F. 
Seiberling, was a pioneer in the 
farm implement field and was head 
of the Empire Reaper Works in 
Akron. 

It was in 1898, 41 years ago, that 
Seiberling, with his brother, 
Charles, founded the Goodyear Tire 
and Rubber Co. in an abandoned 
strawboard factory in East Akron 
with $3,500 of borrowed capital. 
From 1898 until 1921 “the Seiber- 
ling boys” headed and guided 
Goodyear. In 1921 F. A. Seiberling 
stepped out of the presidency of 
Goodyear to found the Seiberling 
Rubber Co. 





American-Made Vehicles 


Favored in Philippines 

WASHINGTON.—An over- 
whelming preference for Ameri- 
can-made passenger cars, trucks 
and buses was shown in the 
Philippines during the first seven 
months of 1939, according to a 
trade report to the U. S. depart- 
ment of commerce from Manila. 

Of the 2,116 passenger cars reg- 
istered in the commonwealth dur- 
ing that period, 2,030 were made in 
North America, while 34 were from 
Germany, 32 from Italy and 20 
from Great Britain. Even better 
representation was obtained in the 
truck field. Of the 1,474 trucks reg- 
istered, all but 12 were American. 
All of the 290 buses registered for 
the period were American-made, 
the report states. 


Names Pontiac Heater 
ST. LOUIS.—Joseph H. White, of 
| the Marvin Yates Pontiac Co., is win- 
ner of the grand prize, $50 in cash, in 





|a nationwide contest for retail selling 
| organizations to select a name for the 
| new under-seat heater for the 1940 
| Pontiac cars. White suggested tag of 
“Fore and Aft,”’ for the heater, which 
is designed to distribute warmed 
fresh air to front and rear seat pas- 
sengers at floor level. 


Chevrolet Dealers’ Sons . . . 





(-TW ‘HEVROLET dealers’ sons are enrolled for the seventh go. 
nl ae font ‘Genduate School of Modern Merchandising and Management 


yhich Chevrolet ope 
eed H. Rhoads, of Beverly Hills, 
of Los Angeles (right). 





in Detroit last week. At the introductory 
“ Calif., talks it over with Chester B, Pieloy 


luncheon: 


; INCHEON attendees were, left to right, Earl Caldwell, Belen, 
noms Fhomes MeMahen, Williamstown, Mass., and Irvine Marsters of West. 


brook, Me. 








JOSEPH P. HOEBLER, of Pittsburgh, left, exchanges views with Edwin J. 
Fronk, Tremonton, Utah, at Chevrolet luncheon. 


Chevrolet Service Program 


On °40 Models Is Launched 


DETROIT. — Chevrolet’s service 
and mechanical department last 
week set 


sentatives by the service depart: 
ment personnel and the Chevrolet 


in motion machinery | engineering staff. This initial phas 


which will furnish more than 27,- | of the operation is now in progress 
000 Chevrolet service mechanics |and will last eight days. It takes 


with complete knowledge of the 
company’s new 1940 product before 
the latter’s 
public next month. 

The program opens with the 
schooling of nine product repre- 


CIO-UAW Leading 
Election at Briggs; 
Chrysler Vote Set 


DETROIT.—While final count of 
votes in the Briggs Mfg. Co. em- 
ployes election had not been re- 
ported as this issue went to press, 
an incomplete count placed the 


of the UAW, asked that his union 
name be removed from the ballot. 


introduction to the | é 
lof servicing and adjustment, with 


place here and in Flint, and covers 
not only every detail of the new 
models’ design, but the whole field 
special equipment 


emphasis on 


‘available for proper servicing. 





'a much larger group in 


This request was denied by the | 


National Labor Relations Board. 


Martin charged that the election | 


was biased and that he would re- 
quest his followers not to vote. Of 
course, final figures showing the 
size of the total vote in relation 
to those eligible will reveal whether 
or not this order to Martin follow- 
ers had been observed. It was gen- 
erally felt here that Martin’s move 
was a throwback to the old po- 


litical gag of claiming after the | 


election that his followers had 
failed to take part. In this case, 
however, the result will clearly in- 


dicate whether there is reason for | 


such a statement, since the total 
number of eligible voters is al- 
ready known. 

The next action by the NLRB 
will be an election among workers 
in the Chrysler plants here, which 
has been set for Sept. 27. This will 





| has 


be the largest election ever held | 


under the auspices of the NLRB, 
taking in a total of 67,000 workers. 


| truck department of the 


|scene of activity of mo 


The second phase of the pro 
gram opens with these mens It 
turn to their respective territories 
where each will hold a_ two-day 
training session for the zone ser 
ice personnel. The latter will then 
conduct meetings with a still lars 
er total attendance, covering 


|among them, the entire field of 


dealer service managers. Finally. 


|the service managers will retur 


to their dealerships and schoo! 


|their respective service shop Pe 
showing at 500 out of 532 favoring | 
the CIO-UAW. In a last-minute | 
stand prior to the election, Homer | 
Martin, heading the AFL faction | 


sonnel. ; 
Training of the countrywide 
service organization through # 
series of progressive steps, —< 
“ ” . . 0 
of “graduates Giaperes = fel. 
will enable Chevrolet to accomp 
lish in one month a program ® 
tremendous scope, Ed Hedner, ™ 
tional service and mechan 
manager, pointed out. Every de 
er's service mechanics will : 
familiar with the car from bumpé 


|to bumper before a single unit 


reaches the public’s hands. 








AMA Teck Division 
Moves to Washingt 


_—The moto! 
WASHINGTON panne 
has bee? 
York 
is st 


bile Manufacturers Assn. : 
moved to this city from New 
Arthur C. Butler, manager, 
in charge. . h 
The transfer is occasions’, = 
ins ac ‘ 
AMA explains, by the tor truck 
» years 
interests during the last few ye to 
been constantly shift, at 
Washington, plus the fac atiotS 
many national users’ organ’ 
have their headquarters here. 
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Week’s Production Continues Climb to 37,422 Units 





Passenger Car 


Registrations 


Seven Months Plus 19 States for August 





1939 1938 Unit 
1939 Pos. 1938 Pos. Gain 
395,466 1 287,270 1 108,196 
309,940 2 242691 2 67,249 
235,923 3 162,939 3 72,984 
129,630 4 64,464 5 65,166 
126,855 5 95,597 4 31,258 
95,837 6 59,023 6 36,814 
86,590 7 55,913 7 30,677 
45,139 8 21,046 12 24,093 
44,617 9 29,675 9 14,942 
he eT eee 
34,677 11 22,213 11 12,464 
33,789 12 20,698 13 13,091 
31,112 13 24,766 10 6,346 
28,462 14 30,154 8 1,692* 
21,460 15 15,154 14 6,306 
12,419 16 11,057 15 1,362 
7,099 17 8,177 16 1,078* 
2,905 18 2,785 17 120 
759 19 720 18 39 
1,896 909 987 
1,684,679 1,155,251 529,428 


Aug. 
to Aug. 
Date Pos. 
POIEE cece cece eceees 11,475 1 
os os . 10,115 2 
Plymouth ee er 6,470 3 
Podge vc eeecceeeeeeeens 3,115 4 
Buick «00+. +e seer eee eres 2,724 5 
Pontiac ..--- +2 +e seer ees 1,656 8 
Oldsmobile ......--.-.--- Aton 67 
Studebaker ..-.--------- 1,814 6 
Chrysler ...----+++eeeeee 1,090 10 
Mercury ..---- ee ee reese 1,402 9 
AUD cssc0s cr veeseeses 1,016 11 
Nash ..- 775 13 
Hudson ..--- +e ee ee eee ees 740 14 
Packard ....---------++: 907 12 
Cadillac-LaSalle ........ 510 15 
ERODE owe cccescccsseess 353 16 
Willys-Overland ........ 133 17 
GrANAM ..cc seer cee ceeee 64 18 
Hupmobile ............-- 18 19 
Miscellaneous ........... 100 
rere ee 46,269 
*Loss. 
—_—_—_—3 ee ee 


GM’s August Sales Drop 


Below July b 


NEW YORK.- August sales of 
General Motors cars and trucks 
fom all sources of manufacture 
totaled 19,895 compared with 55,431 
in August a year ago. Sales in July 
were 100,302. Sales for the first 
eight months of 1939 totaled 1,071,- 


August Output 
Reaches 97,200, 
AMA Estimates 


NEW YORK.—Factory sales of 
passenger cars and trucks during 
the eight months ending with Au- 
gust totaled 2,371,346 units, accord- 
ing to preliminary estimate by the 
Automobile Manufacturers Assn. 
This represents an increase of 53 
percent over the corresponding pe- 
riod last year. 

August sales of 97,200 units were 
slightly higher than last August, 
but 56 percent under July this year. 





_ MILWAUKEE. — A steady 
in trailer production is reported by 
the Lavine Gear Co. An order placed 
by the United States army for 947 
trailers has been increased by 25 per- 
cent and dealers are increasing orders 
for the unit, it was said. The new 
trailer, all mechanical moving parts of 
which are manufactured by Ford Mo- 
‘or Co., is being sold through 
authorized Ford dealers. 


increase 


ut Still Top ’38 


195 compared with 759,414 for the 
same eight months of 1938. 


Saies to dealers in the United 
States totaled 7,436 in August com- 
pared with 34,752 in August a year 
ago. Sales in July were 71,803. 
Sales for the first eight months of 
1939 totaled 818,027 compared with 
516,226 for the same eight months 
of 1938. 

Sales to consumers in the United 
States totaled 76,120 in August com- 
pared with 64,925 in August a year 
ago. Sales in July were 102,031. 
Sales for the first eight months of 
1939 totaled 878,612 compared with 
641,803 for the same eight months 
of 1938. 


Hickey Wins Promotion 
In Fruehauf Sales Force 


DETROIT.—Roy A. Fruehauf, 
sales vice-president of the Frue- 
hauf Trailer Co., announces that 
A. E. Hickey, former manager of 
the Fruehauf Philadelphia branch, 
has been promoted to regional 
vice-president in charge of the 
Eastern district, including Albany, 
Boston, Hartford, Newark, New 
York, Philadelphia, Scranton, 
Plymouth, Baltimore, Harrisburg 
and Pennsburg territories. 

Ray Tudor, who has been Cleve- 
land district manager, succeeds 
Hickey in Philadelphia. 


All But 4 Plants 
Now Assembling 


Models for 1940 


By Pete Wemhoff 
Associate Editor 


DETROIT.—With all but four 
makers assembling 1940 models, 
car and truck production zoomed 


. again last week 
Automotive News’ to 37,122 units, 
Production Estimate 


which contrasts 
with 25,958 units 
in the previous 
week and 21,116 
vehicles in the 
corresponding 
period of 1938. 


Settlement of 
the Bendix 
strike at South 
Bend, which had 
forced the clos- 
ing of Packard 
and Nash due 
to shortage of 
brake drums, 
was a factor in 
continuance of 
the _ industry’s 
gradual increase 
in assemblies 
during the past 
week. Barring 
further inter- 
ruptions, pro- 
duction in 
future weeks 
will show a 
sharp rise. 

Additional 
business for U. 
S. automobile 
plants during 
the coming sea- 
son is seen as a 
result of Canada’s declaration of 
war. Since the Canadian govern- 
ment is expected to turn Dominion 
automotive plants into airplane 
parts makers, U. S. companies are 
likely to obtain most of the vol- 
ume ordinarily accounted for by 
Canadian car makers. Last year a 
total of 166,086 cars and trucks 
were produced in Canadian plants, 
and it is expected that parent 
plants in the U. S. will receive the 
bulk, if not all, of this market. 


Chrysler divisions last week 
boosted operations all down the 
line, accounting for a total of 13,- 
850 units. This compares with 9,- 
400 cars and trucks in the previous 
week and 5,077 units in the same 
period of 1938. All Chrysler Corp. 
divisions were operating on a five- 
day basis. 

Production in General Motors 
divisions reached 10,950 units last | 
week, which compares with 7,275 | 
units in the previous week and 11,- | 
577 a year ago. Chevrolet, the only 








AN’s Production Estimate 
(U. S. and Canada Only) 
WEEKS ENDED SEPT. 16, SEPT. 9 


Jan.1 Jan.1 
Week Same Week Sept. to 
Ending Week Ended to Sept. 17, Sept. 16, 
Sept.16 1938* Sept.9* Date 1938* 1939* 
GEN. MOTORS ...... 10,950 11,577 7,275 19,740 618,766 928,146 
Chevrolet} .......... + 7,653 t $ 436,950 581,410 
re 4,930 3,121 3,167 8,622 89,598 141,786 
RUNGNO Ais ivsisstaves 3,300 803 2,390 6,240 43,083 96,420 
Oldsmobile ......... 2,500 £ 1,518 4,443 36,795 87,380 
Cad.-LaSalle ........ 220 $ 200 435 12,340 21,150 
3 eee ree 1,950 £ 1,210 3,410 437,798 621,527 
RET, We b9 tvstetesves 1,500 t 1,000 2,750 424,618 545,007 
js 400 + 210 GIO kes eus 60,380 
Lincoln-Zephyr ..... 50 $ $ 50 8 =_: 118, 180 16,140 
CHRYSLER .......... 13,850 5,077 9,400 24,800 293,453 541,437 
Plymouth; .......... 8,000 4,932 5,800 14,900 157,584 270,820 
MINT: 6 6,85; 4:5'5 000,04 4,300 145§ 2,800 7,550 81,214 177,771 
Chrysler ............ 900 t 450 1,350 32,310 53,171 
ee 650 350 1,000 23,345 39,675 
STUDEBAKER; ...... 2,472 1,713 1,821 4,693 26,025 71,128 
PRUE Shc 6b 0 Gas eevee 900 + 1,150 2,450 19,291 46,070 
HUDSON? ............ 2,500 t 2,100 5,050 28,563 42,874 
PACKARD ........... 1,800 1,246 776 3,216 31,597 36,628 
WILLYS-OVERLAND; 500 + 26 526 9,117 9,492 
GRAHAM ............. $ £ £ $ 1,849 3,289 
BANTAM? ........... t 50 t t 2,427 2,352 
HUPMOBILE ......... + $ t 265 7170 
MISCELLANEOUS .. 2,200 1,453 2,200 5,100 119,253 179,586 
ING RE o csceeisaes $7,122 21,116 25,958 68,985 1,599,404 2,483,300 


*Revised. jIncludes trucks. tClosed. §Trucks only. 


Plant Activity 


MTUE 6i0S45N es sarees closed 
NON 58554.0 48% rise; 4,930, five days 
Cad.-LaSalle....rise; 220, five days 
ROU EONOS i.c2s vinssvssdeses closed 
Chrysler........ rise; 900, five days 
De Soto........ rise; 650, five days 
MNO 6:6:5.006 8-0 rise; 4,300, five days 
2 eee rise; 1,500, five days 
ED. icCicdransuedeconuay closed 
Hudson........ rise; 2,500, five days 
REM. 864 An Csuesesviscadcswer closed 
BOE 6 ica cavsGasnrsets resumes 
MS ois a 2aa8 drop; 900, 2% days 
MENS 5:4 ices ees rise; 2,500, five days 
Packard...... rise; 1,800, four days 
Plymouth..... rise; 8,000, five days 
Pontiac....... rise; 3,300, five days 
Studebaker... .rise; 2,472, five days 
WOMB. o5 ice ccces rise; 500, five days 





GM division not yet assembling 
1940 models, is well on its way with 
sub-assemblies and expects to start 
final assembly lines in the near 
future. 

Ford, which has completed oper- 
ations on 1939 models, last week 
pushed assemblies on 1940 models 
and expected to run off about 1,950 
units, which include Mercury and 
Lincoln-Zephyr. In the _ previous 
week Ford divisions accounted for 
1,210 units and in the like period 
of 1938 was engaged in changeover 
to new models. ° 


Steel Production 
Hits 2-Year High 


At Youngstown 


YOUNGSTOWN, O. — Youngs- 
town district steel operations 
reached a two-year high of 64 per- 
cent last week. Operations jumped 
seven points and further increases 
are in sight. 

The sudden rise is attributed 
partially to rush of steel consum- 
ers to cover possible needs before 
an increase of prices, which seems 
to be inevitable. Demands for tin- 
plate, due to the increase expected 
in canning operations for food 
supplies for Europe, also is a fac- 
tor in the gain in steel production. 

Fifty-five of the 83 open hearth 
furnaces, against 49 a week ago, 
are making steel. Increased steel 
production may also result in ad- 
ditional blast furnace operations. 
Youngstown Sheet & Tube Co. is 
getting its Brier Hill blast-furnace 
ready for lighting. 


Will Build Own Bodies 


STURGIS, Mich.—Gordon Baking 
Co. plans to construct a factory build- 
ing here for the manufacture of truck 
bodies for their company trucks. Work 
will begin within 60 days on the build- 
ing, according to E. A. Wilsher, presi- 
dent. About 100 men will be employed 
in the factory. 


New Passenger Car Registrations, 19 States for Aug., 1939-1938 


Figures supplied by R. L. Polk & Co., New Jersey Motor List Co., and for New York metropolitan area by Sherlock & Arnold 
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‘Dealers in Seattle 


Active Owners File Also Kept 
_ Finding Cleanup 


By Dealer in Little Rock 


an Instructs Servicemen .. . 
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° , DE 
LITTLE ROCK, Ark.—Service | experience in other lines, ; Pet lod Is Normal 1989 | 
; s, around | ? : 
plays an important part at the | 35 to 45 years of age, and then| 4 SEATTLE.—With 1940 models of cided 
Van ‘White Pontiac, Inc., here, ac- | gives them a thorough training | : Plymouth, Nash, Hudson, Dodge “Aute 
cording to Van White, president. | co ; =| Willys, Pontiac and Pack lite 
: urse before letting th ard al. 9 pe 
D ; g them contact A al 7 
uring 1938 the firm held its | customers. ready here, with Ford to deby § theif 
1937 service volume and for this “We aintai th here Sept. 29, and with practically No 
year is showing an increase of | most maintain at although all cars to be in local showroom 1939 
20 percent in repair orders. still tan aon good, there 1S by Oct. 1, there are no signs jy | basis, 
“One activity that helps us is - ifference in various Seattle of distress in unloading of cent | 
that each new car salesman dis- ae —_ we public to 1939 models or used cars. Big sales | coast 
tributes two lubrication cards aera oe. cae White de- are in progress, but the cleanup tradi 
daily to any owner of any make | 4, cell th Ve especially try not seems to be proceeding in orderly | tised 
of car, inviting him in for four h se th deal,’ but instead em- manner, without sacrifices. follo\ 
lubrications at a special price of | PNAsiz€ Mme product. Indications are that dealers wil . 
$1, or 25 cents per job,” White waar the present oo we employ start off on the new season in bet. Bur 
said. a ve oe salesmen and five| pH1s GROUP OF SERVICE men, who attended the recent Nash service con- | ter shape than a year ago. A 
“We also maintain an active car Salesmen. vention in Kenosha, are shown studying Nash’s new front-end suspension sys- What effect the war will have poug! 
owner file with a girl continually |, “In the used car department our supp ie new hear Gatton due compnnas 4 or poe Mg ny Se tn the sales is problematical, with dif. the ¢ 
‘ r ‘ . ” | business slogan is ‘W sell for g Pp is now busy putting the company s 1940 serv ce program into eff ean ’ if- a 
sending out service promotion ma ; e field. Left to right, J. D. Goodwin (holding spring); R. J. Archer, W. J. Arm- | ferences of opinion noted. How.}| 
terial. We have improved the less. Through several years of | strong, A. W. Olson, W. C. Gleisner and C. E. Fryer. ever the general opinion is that any 
accuracy of our mailing lists so advertising and promotion, the after a momentary slackening wher 
that returns due to changes of public is aware that our used cars sales will pep up. ‘| Fran 
addresses, etc., have decreased | 8ive more for less, and this helps In fact, in some respects a “war| 
from 25 percent to only 4 percent, | Considerably in getting us turn- boom” is in progress. Commodity dowr 
“Our service area contains 15,-|°V€r and in keeping inventories prices, such as wheat, are ad] \ “ 
000 square feet of space and in- | !ow. vanced, and this state produces - 
cludes all the latest equipment.| “We wholesale trade-ins re- much wheat. Stock market ad. ee 
This year we added a new front-/| quiring heavy reconditioning. vances have put more money into at $ 
end machine, motor tuneup ma- Proved sales helps, such as post- many Washington state pockets, top. 
chine, gasoline analyzer and sev-| cards written and addressed by and some of this will conceivably Che 
eral other pieces of modern equip- | the salesmen, individual ‘I have a go into new cars. So the outlook is 
ment.” proposition’ cards, and _ various on the bright side, from all angles. Th 
White, — dealership occu- | hand-out literature, have proved — ay = 
pies nearly a fall city block, re- | especially effective for us. ; my 
— that sales this year are “We strive to complete all used Cadillac, LaSalle “hia 
nearly 70 percent above 1938. In| car reconditioning within 72 - | 
employing new car salesmen he/| hours. The used car manager is Buyer S Prefer No ag 
usually does not take a man from| responsible for deciding what R ° B The 
another dealership. Instead, he|needs to be done. We first com- unning oards ped 
hires men with previous selling plete all mechanical work as DETROIT.—More than half of} Bost 
a quickly as possible, move on to the 1939 Cadillacs and LaSalles on $130 
appearance reconditioning, wind i i E 
to tage up with a thorough road test and aiaian aiameit ade mo a i Do 
e immediately price the car accord-| gpRyICcCING OF NEW S : —e 
; ee : 5 Sealed Be headl » which w closed last week. F 
Conclave In Fla. ing to the local market,” White all 1910 Nash cars, is eupinine’ by F. G. Little, ouiiane eae ee of| “This fact . of interest both to ain 
DETROIT —The sixteenth an- said. —— masons, at the recent Nash service convention in Kenosha, Wis. Left to | the public and the automobile in-] of f 
° P Van White Pontiac has a mod- right, Floyd Silvers, E. D. Williams, R. K. Seidel, C. P. Seigenthaler, E. I. s ; : 
nual meeting of the National Wheel , d= | Lejuste, H. M. Loweand Little, dustry because of its probable in-] city. 
& Rim Assn. will be held at the|¢". attractive showroom, with fluence on future design,” Ahrens] of a 
Inn, Ponte Vedra Beach, near | Space for 14 new cars with ample A l D l Fi | said. “It seems to indicate a de in | 
Jacksonville, Fla., on Nov. 6-8. space for prospects inspection. ta. ea er AA} AY se Car | trend toward lower pas-| Chic 
This is the first time that the | The used car lot adjoins the show- |senger compartments and the} The 
annual meeting of the association |T0om and is featured by a com- St t M B > elimination of body steps.” offer 
has been held at any other point |Plete, self-contained used car aunts us f e en utn @| Statistics for the model year $100 
than Chicago or Detroit, and the | Office. The fully modern and show 42 percent of all LaSalles 
invitation was extended by W. S.|Troomy building, along with de-| CALGARY, Alta—Novelty of-|to the general public that the and 39 percent of the Cadill} For 
Paulk, of the Southeast Wheel & pendable merchandising methods,| ten attracts attention and pro- | merchandising event is really gen- Sixty-ones were delivered without Be 
Rim Co., Jacksonville. is the reason for the good sales | duces sales. This is especially true | uine. running boards. Buyers of the two] yea, 
records, White declared. when the prices are an indication| Recognition of this fact led to| S¢Ties were given an option of] loca 
a very successful “Blue Moon” | TU2ning boards at no extra cost. | spre 
sale, recently held by Clenere) | “Inasmuch as the Cadillac Sixt) held 
Supplies, Ltd., here. R. M. John- | Special, which pioneered the idea} Sta) 
ston l : was built without steps, our Pel} Stay 
, Sales manager of the firm : 
thought up the title b he centage of no running-board cals] was 
felt that it was only ons €| reached 51.4 percent,” Ahrens said} Ang 
GENERAL MOTORS BLDG blue moon that customer. os id | “In view of the 50-50 split, we wil | $29 
an secure such cl ‘ S could | continue in 1940 to leave the issue 
. ciearance prices on | : 
cars as his firm was ¢ . | to our customers. Only the higher Ply 
Saeed n was featuring. | priced Cadillac Fleetwoods will b e 
NEN CENTER BLDG. ohnston pointed out, however, | produced exclusively with running 
that any mere spectacular title or | boards.” fere 
mer merchandising stunt cannot a ae 
ail to have a detrimental retro-| « . . me 
active effect if the firm S oe | Glasstex’ Battery Line — set 
ABINGTON fully behind the cars offered. Any Announced by Goodrich} 2 
aaa a over a deal on the} AKRON.—A new line of pa] Phi 
oa, oe eee esults in the quick | senger car batteries, designated | Fr 
ae of better-priced used cars| the trade name “Glasstex,” with # 
L N F A R 1 0 J " sie - ot reconditioned | guarantee of 27 months or 27,0] Po 
ite will, in the long run, do| miles of service, is announced %& s 
‘ ° — — harm than good for|the feature of this year’s batte)) pp, 
CALLS IN DETROIT BUICK SERVICE SCHOOL. In the heart of New York’s Times Square the | 2"Y automobile dealer. As a result | program by the B. F. Goodrich} oy) 
first of 840 service managers and mechanics representing Buick dealers in the this firm places considerable em- Used in the construction of the 
Hetrepolinn district opened . 14-day cession at the Astes Hotel. Here, left to| phasis on the reconditioning of| new “Glasstex” batteries are fibre — 
‘ r » are « Bue ch, instructor, scussing some 0 e mec n ye- 
Stop at the Abington, De- Fight, are We Ee nich nith E. 0. Thomassin, North Essex Buick, Montclair, | US€d cars. glass mats of new design. $64 
; M. Peach, Glidden Buick, New York City; and F. R. Stadtlander, $67, 















troit’s finest “uptown” ho- 
tel. Only five short blocks 
from General Motors, 
Fisher and New Center 
Buildings. Three miles 
closer to Dodge, Chrysler 
(H.P.) and Packard plants. 
Complete service. Dining 
Room. Free parking. 
Cabs. Bus service at both 
ends of block. Large 
rooms with bath from 
$3.00. Monthly rates from 
$60.00. 


ABINGTON 


WituiaM J. Bayer, Pres. and Mgr. 
700 SEWARD AVE. (Nr. 2nd Blvd.) 
DETROIT 





vd. ° 
Hudson County Buick, Jersey City. 





OTHERS ATTENDING the Buick service school in New York City included 
W. G. Osborn, Ernie McNally, J. Herman Beckel, E. Tischler, Howard Carl, Al 
Grubert, Joseph E. Parkis, Fred Cromwell, Patsy Postighone, E. R. Finn, James 
Arena, Thomas De Marest, W. H. Quackenbush and A. Harry Nelson. | 








CALIFORNIA OPPORTUNITY! 


Long established distributor, with large rich agricultural, fruit 


and gold mining territory, has 


points, 5,000 to 10,000 population available for dealer with $5,000 
to $10,000 capital. No boom towns, all with fine homes, schools, 
hospitals and good “back country” buying areas. 


Are you fed up with multiple 


uub-sore winters? Here’s a chance to start all over again in 
Golden California. Earnings of $5,000 to $15,000 a year easily 
possible with ideal all-year climate while making it. 


Replies kept confidential. Act Fast. 


CALIFORNIA DISTRIBUTOR 
Automotive News 

2751 Jefferson Avenue 

Detroit, Michigan 


one or two fine EXCLUSIVE 


dealerships, cross selling and 
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Used Cars, 
1939 Vintage, 
Analyzed 


DETROIT.—Advertising of used 
1939 automobiles has shown a de- 
cided increase recently in the 
“autos for Sale” columns of metro- 
litan newspapers. Analysis _of 
their price basis is given herewith. 
No account was taken of the new 
139 cars offered on a discount 
basis, Which is generally 20 per- 
cent below the delivered price from 
coast to coast. Summaries of the 
trading in the most widely adver- 
makes of 1939 used sedans 
following in alphabetical order: 


Buick 
A used 1939 Buick 40 could be 
bought in all the cities listed in 
the adjoining table except Denver, 
and $845 would have covered it in 
of them except in Boston, 
where $1,000 was asked, and in San 
Francisco where the choice was be- 
tween four ranging from $1,085 
down to $900. It was quoted lowest 
in Philadelphia at $745, but Pitts- 
burgh offered it at only $5 more, 
and it was highest in Los Angeles 
at $1,095, $10 above San Francisco’s 


top. 


Chevrolet 

The 1939 used Chevrolet Master 
sedan was advertised at a maxi- 
mum of $665 in San Francisco and 
at a minimum of $550 in Philadel- 
phia, where four listings fluttered 
between $20 above and $20 below 
the high price of the 1938 model. 
The premium for this year’s used 
sedan was $44 in Cincinnati, $54 in 
Boston, $70 in San Francisco and 
$130 in New York. 


Dodge 

For the Dodge used 1939 sedan a 
price of $795 was quoted in the ads 
of four cities and $750 in a fifth 
city. This represented a premium 
of about $200 over the high of 1938 
in New York, Philadelphia and 
Chicago, and $130 in Los Angeles. 
The lowest premium of three 
offers, in New York, descended to 
$100. 


Ford 

Between the local high on this 
year’s used Ford sedans and the 
local high on last year’s, the 
spread tended to set at $100. It 
held on both the deluxe and 
Standard 85 in Detroit, on the 
Standard 85 in Philadelphia and 
was exceeded on the deluxe in Los 
Angeles by only $5, in Atlanta by 
$20 and in Denver by $25. 






Plymouth 

Five used 1939 deluxe sedans, of- 
fered in Los Angeles, ranged in 
price between $845 and $695, while 
three were offered in Chicago from 
$645 to $547. Detroit’s price of 
$599 was minimum, followed by 
New York's $635 and Denver's $650. 
Philadelphia quoted $695 and San 
Francisco $745. 


Pontiac 

Seven cities had the used 1939 
Pontiac Six in the week's ads. 
Only Detroit and Chicago offered 
More than one, a couple being ad- 
Vvertised in the former at $650 and 
$645 and in the latter at $725 and 


$675 





Used Car Index 
The average used car prices, 
taken from the weekly Used 
Car Selling Prices chart, shows 
the following: 

High Low 


Aug. Average ....... 528 449 
Sept. Average ...... 515 890 44 
Oct. Average ....... 492 425 
Nov. Average ....... 481 412 
Dec. Average ....... 462 399 


Jan. Average (’39) ..*585  *512 
Feb. Average (39) .. 578 519 
Mar. Average (’39) . 573 508 
April Average (’39) . 567 504 
May Average (39) .. 576 510 
June Average (’39) . 575 509 
July Average (’39) .. 561 470 
Aug. Average (’39) .. 542 449 
Sept. 3, 1939 ........ 518 «418 


*Offering of higher-priced 
1938 models lifts national aver- 
age. 

_ 
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Actual top and bottom pri 
1937 and 1938 used cars, as advertised 10 News.’ as 5, Bree Press; © Heage-—News, 
on newspapers of current week. SEDAN Ui ad S j fi Pp > Tribune "lech ° deneelten a keuee 
onmaerimnsce | Used Car Selling Prices | 22 inti pita ate 
Globe lyeem icieueea Journal-Ameri- ® Rescld, ‘Dlepateh-boapaalt Benvée—tee; 
can, World-Telegram; Philadelphia—In- (As Advertised, Aug. 28-Sept. 3) Los Angeles—Times, Examiner; San Fran- 


quirer, Bulletin; Pittsburgh—Press, Sun- 
een 
MAKE Boston N.Y. Phila. Pittsb’g Cin’ati_ Detroit Chicago St. Louis Atlanta Dallas Denver L. Ang. S. Fran. Nat. Av. 
38 | 765-689 | 775-545 | 750-595 | 775-475 | 745 695-595 | 795-595 | 675-595 | 765-595 | 699-645 | 845-599 | 865-635 | 875-725 | 771-607 
87 595-565 | 500-425 565 | | 485-399 | 575-445 | 595-550 545-495 | 499-495 | 565-499 | 695-485 | 745-695 | 576-506 


0-425 (565 | | 550 __—| 485-899 | 575-445 | 595-550 | 545-495 | 499-495 | 565-499 | 695-4 
36 | | 445-295 | 395-350 | 425-889 | 425-295 | 390-285 | 445-845 |/395 | 445-375 | 495-885 | 445-349 | 445-300 |575 _—~| 448-337 
Pa a me l 639 | ] 699 365 -' 


| | 865-795|875 | 870-711 
| | | | | 545-395 | | | 
| 


cna ein tienibas taining | 620-510 
’36 | | | | | | | 


rcinenianacainicenerncemeneealil iinciaiee iaiicaliins Diaiiaili [350 | |395  |645 | 645-872 
Chevrolet Master 88 | 545-445 | 465-389 | 575-385 | | 525-469 | 549-350 | 525-445 | 525 9-485 | | 685-446 | 595-576 | 650-443 


cise hronicle, Examiner. 









Buick “40” 









Buick “50-60” 














36 [365 | 205-195 | 825-265 | 209-296 | 205-279 | 289-230 | 350-275 | 205 | 205-245 | 945-206 | 895-265 | 475-276 | 806 | 840-262 


Chevrolet Master Deluxe 38 1489 | 525-475 | 525-395 | 545 | 525 | 479-465 | 535-445 | 495-475 | | 545-535 | 535-385 | 665-500 | | 587-463 


787 | 445-395 | 495-835 | 465-285 | 449-375 | 445-425 | 425-385 | 415-329 | 495-395 | 450 || 375 _—| 445-399 | 595-465 | 525 | 471-378 


ee 


36285 (240 (825-255, (| 265 ~—«(| 227-225 (205 =| 150 | SACS | 425-895 | 289-256 
ee 












































Chrysler Six "881550 | 565-465 | 625-585 647-595 | | 575-565 | | 715-625 (745 ~—«| | 765 650-567 
*87 1449 —«| 495-420 | 575-465 | 475 95-475 | 473-395 | 595-465 | 595-445 | 675-625 | 637-449 

"364 +*(|195~—=* |33%5—S«C«SY |350—s | |395 «(| 849=—s—«*49SC‘<‘zCSC*‘*dS | 417-195 

Chrysler Fight 38 1905 —~| | ] ] | 505 | | [650 | [995-622 
37 | [469-325 |485 | | 590-395 | 495-450 |450 | | 499 495 ~«| 405 

"364 «| 895 ~—s| 450-875 | [445 | | | [225 | }425 | | 429-300 

De Soto 384505 =| | | [505 | 565 ~—| 495-445 | |625 | |675 _| 795-675 | 775-645 | 640-588 
[445-295 | 485-445 | 495-465 | 495-445 |440 | 475-345 | [495 | |545 __—| 678-435 | 645-345 | 517-396 

"36 |  |$05-205| ° | | 45-2965 | 425-285 | | 350-300 | | 445-295 |'545 | 417-294 

| 505-429 | 595-525 | 565 -395 [550 —| 625-575 | 548-485 | | 665-505 | 825 | 615-486 





Dodge 38 1 
7 1495- 


*87 | 495-395 | 465-275 | 495-310 | 485-395 [ 545-297 | 399-329 | 465-365 | 395-245 | 445 _—| 495-390 | 485-429 | 595-445 | 550-495 | 486-364 


°$6 1325-295 | 395-195 | 895-345 | 375-299 | 395-199 | 865-269 | 395-275 | 350-245 | 350-295 | 375-349 | 445-395 | 495-335 | 495 | 396-291 

















Fond Standard" "35 | Sa Sr cca atitiatadl eae anncnt Metin Raia mccain nT ar-ane 
—_"37 | 368-260 | 350-225 | 870-285 | 820-290 | S45 | 296-245 | $875-205| 885 __|sa5___| "_ | 25 | 485-895 /400 | 872-205 

86 | 205-215 | 825-195 | 325-235 | 280-195 | 345-195 | 260-165 | 285-165 | 295-165 | 339-225 | 268 —_— | 425-285 | 385-235 | | 312-207 
aa ¥55 1505-435] 5502405 | 408-475 575-545 | 545-499 | 550-500 | 689-495 | 650-495 | 566-477 





| |865 | 875-245 | 359-325 | 299-295 | 395-275 | | 395-865 | 495-310 | 469-345 | 525-425 | 406-831 


soi0Cté‘(iézd | 265-250 | 269-195 | 275-225 | 275-195 | 825-265 | | 375-335 | 295-250 | 299-280 | 389-325 | 295 | 306-258 
Graham am | . | | |521 =|595 | | | 595-521 
ee | [ [205 | re ee ee 
wd | |soo |299 | | 5! 
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Hudson Six 593-362 
er 37] [| [845 [895-345 | | [345 | 485-265 295 —~«| 480-318 
nia, — a 

36 


Hudson Eight 
le 














"36 | 295-235 | | ] 345-297 | 367-180 | 295-247 | 295-265 | 225 375-310] 285 | | 829-255 

LaSalle soy 805] 8-740 795-725] 8 885-865 835-776 
Se ee a eae ea eed re a ae 775-575 | 795-606 | 650-661 
36 ] | 425 [895 | 444-807 | 415-845 | 495-445 a Gis-208 Tas 

Lincoin-Zephyr "38 4 850-745 895 | 865 895-795 | 775 895 695-489 | 995-890 | 925-895 | 866-762 
———__781 [ 515-419 | 565-495 | 625-465 [575-485 | | 545-420 [548-444 |495 [405 | 565-405| | 656-525] 645 | 580-474 
ee [450-375 | | | |$95-335/375 |465 | 525-445] 805-410 | 598 cedtene 
tte 555-485 


| |ss|so | Sid] SC si“‘CAOH’:;COC|~COC~C*‘(OC‘*G:*C=<C<Ci‘* [475 (575 | 478-860 
——— 36 ] 265 | 275-175 | 250__| 5 i a 







































































= —————e |__| 395-875 | 585-485 | 650-449 | 545-425 | 477-395 | 475-375 | 495-395 | 545-450 | 528-449 |545 | 695-865 | 625-575 | 584-426 
————°36 | 395-325 | 875-275 | 425-345 | 365-347 | 395-845 | 875-295 | 395-295 | 365 __| 395-800 | $49-295| | 475-850| | 891-817 
Olds Hight 88 755-595 | 745-550/685 | || 687-572 
Se 499 ] 499-465 
—_— |385 | | | | | | 545  ~—=«|:«B 45-385 
Tis 738 725 695 675 | 795 | 985-975 | 975 918-770 

ne 505-445 | 545 | | 498-460 [535-495 |__| 605-405 | | 795-685 | 695 | 608-506 
———_—_*$6 ]225 |425. (825 | (395 —*|395——«|395——s|:*~=“*é‘iSO-42B GH «(4S —~«S 45-4951 505 | 455-867 
Pigmoath 138 [575-499 | 475-325 | 495-395 | 499-445 | 498-395 575-550 | 545-423 | 495-390 | 589 527-428 
——_——______ 87] _[ 395-245 | 445-295 | 475-425 | 425-329 | 380-225 | 395-325 875 __ | 450-225 | 885-348 | 425 | 495-880 | 605-450 | 487-825 
86 | 350-265 | 295-195 | 345-245|325 | 365-275 | 395-195 | 300-245 | $25 | 335 | 205-223 | 875-825 | 395-285 | | 341-250 

Piymouth Deluxe 38 [595 | 495-399 | 550-495 | 545-495 |585 —*| 490-469 | 585-375 |495 | [445 [595 ~—=«(| 10-490 625 ——*| 656-452 
37 | 435-385 | | 465-825 | [345 | 385-315 | 475-200 | | 445-395 [400 —_—‘| 495-329 | 495-380|595 | 465-334 

| | 825-265 | 285 | 295-245 | 289-249/205 | | ~Sté‘iY!St#*#«dS@S ~~+(| $95-825| 445] 882-271 
Pontiac Six 88 595-575 | 595 595-585 | 505-485 | 595-545 695 745-645 | 631-567 
989 985 -475 | 425-275 | 450-385 | 495-475 | 495 | 495-355 | 475-365 | [450 [395 ~—«*| 475-349 | 575-440 | 545-525 | 487-404 
—_—_____—— 86”  |295 | 8%5-295/800 | 865-863 | 45-255 | 350-275 | [295 —«(| 865-349]  +|425-295| | 871-302 
Pontiac Eight "88 [695 s decenbiiat MN adel iamakninellsidaeeaaiaiicas taeda | 5-595 
‘sty | | | | | = | | ] | 595-585 | 625 | 610-585 

tC | | | | | | ] l | 465-895 | 1407-395 
Studebaker Dictator s8f (647 [505 | |  |@45 (505 | 795-695 | 1696-628 
————_________ 87 477-395 | 445-895, 525-395 «| 445-295 | 550-3550 | 495-395 | | | 545-445 | | 497-381 
986 | 875-295 | | | ] 349-295, ——=é“‘~S!*«YT 8-895) ~—~«| 406-828 
Studebaker President "38 825-565 
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aetna | [465 | | | [os | | | yy  y  °&z| | 
36 | | | | a ee es ee ee 















— Oe | | 375 5-297 | [545 | 895-365 | 425 | 390-828 
37 ]300 =| 295-265 | 315-275 | 235 —*| 275 | 259 | 265-245 | 285-245 | 875 |195 —- | 875-315 | 299-265 | 345-3825 | 308-263 


Te a cpaelieildanemnillt vege eae aiaeome aa 
36 | 175-165 | | |159 | | 


[195 ~=«(1186~—=C«Ysi‘“<«*‘;‘;*;*‘*™C«*N - 158 
ee rere aa 





National Average, Week Ending Sept. 3—$518-$418 
National Average, Week Ending Aug. 27—$545-$449 


Used Car Selling Prices, as advertised in the classified section of metropolitan newspapers nationally, are compiled exclusive J P 

News as @ copyrighted feature. This is the first time anywhere that bona fide top and bottom prices have been Saeed from © thenne ‘anon 

to establish the trend of the market and the resulting national index. Where no prices are quoted, no car of make and model was offered during 
the period covered. Where a single price is quoted, its position in the high or low column is determined by previous prices in the locality 


Used car prices in Columbus, Indianapolis, Minneapolis, New Orleans, Tulsa and Seattle appeared on this page last week and will be published again next week 
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‘Buyer Beware’ Methods Vanishing in New York City 


Drive to Control Used Car 


Ads Beset by Difficulties 


(Continued from Page 11) 


BBB, on certain occasions, tele- 
phoned immediately on appearance 
of the advertisement and was told 
that one, three, or six “bargains” 
were all unsold. Twenty minutes 
to a half-hour later, on arrival at 
the place of business, part or all 
the cars were “sold.” If one re- 
mained, it was usually claimed by 
the salesman to be in bad shape, 
generally run-down and not worth 
the money, while he tried by fair 
means or otherwise to sell the cus- 
tomer a car at a higher price. Not 
infrequently, the salesman would 
candidly admit that the car in 
question was merely intended to 
draw people in, disclaiming any 
responsibility for the advertisement 
on his own part. 


In similar classification is the 
advertisement that gives misin- 
formation on price. Until forced to 
include it in their advertising, cer- 
tain dealers would add on a 1 per- 
cent charge as “commission to the 
house.” Now, this must be stated 
as a separate phrase in the adver- 
tisement. 


Then there were the cases of 
misinformation about the price of 
a particular car. One dealer said 
in a small classified space, “will sell 
for $625; extra accessories.” When 
this was “shopped” by an investi- 
gator, the extra accessories were 
found to be completely and per- 
manently attached to the car and 
the seller absolutely refused to re- 
move them. So, the actual price of 
this car, including the accessories 
was $780 instead of the $625 
claimed. Obviously, the potential 
purchaser able to pay exactly $625 
and no more, was doomed not only 
to disappointment, but a very bad 
taste in his mouth afterward. 


In another case, a car was ad- 
vertised by a dealer as “equipped 
with white walled tires; manufac- 
turer’s guarantee.” To the hurried 
reader this appeared to be a car 
guaranteed by the maker, which 
of course, it was not. The manu- 
facturer’s guarantee referred only 
to the new tires. It was in the class 
with the ancient wheeze about the 
“large bull dog for sale, eats any- 
thing, very fond of children,” only 
it wasn’t half so funny to the pros- 
pective purchaser who rushed fran- 
tically to the used car dealer think- 
ing to get a particular prize. 

Specific cases such as these indi- 





C har 331A 


TOUGHENED 


BY NICKEL, 275 MACHINE PARTS 





Profiting by experience of the 
automotive industry, designers of 
machine tools take full advantage 
of the great strength, endurance, 
and wear resistance of high-grade 
alloy steels. An excellent example 
of this practice is a new Dial type 
milling machine, made by The 
Cincinnati Milling Machine Com- 
pany. Built especially for severe 
service imposed by mass produc- 
tion, this milling machine features 
no less than 275 parts made from 
Nickel-chromium steels. Nearly 
200 of these parts are oil-harden- 
ing Nickel-chromium steels. Other 
parts, including gears and ele- 
ments subject to wear, are case- 
hardening Nickel-chromium steels. 
These materials are particularly 
useful where great strength 
coupled with wear resistance and 
permanency of dimensions are es~ 
sential. In addition, these Nickel 
alloy steels provide good ma- 
chinability 
at high hardness 
levels. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 





cate the problem of cleaning up 
used car advertising where irre- 
sponsible dealers are plying their 
trade in competition with reput- 
able companies. Half-truths about 
guarantees are usually made by 
irresponsibles, who are just short 
of being downright crooked in in- 
tentions. Occasionally, though, the 
statement may be made by a dealer 
who fails to consider the possible 
effect on the reader. 


One new car dealer, who was an 
authorized agent for a well-known 
make of car, dealt also in all kinds 
of used cars. He suddenly began 
publishing a series of small, scat- 
tered advertisements for various 
makes of used cars, signing them 
as “authorized agent.” Of course, 
he was only an authorized agent 
for one make. This was pointed out 
to him and he abandoned the prac- 
tice. Evidently the man had acted 
without any intention of fraud. He 
merely overlooked the fact that he 
was not authorized agent for all 
brands of cars as such use of the 
term implied, his intent being to 
call attention to the fact that he 
was of recognized importance in 
business. 

More than smaller cities, New 
York has suffered from rehabili- 
tated taxis, police and other gov- 
ernment cars, fleet cars and dis- 
tress cars from flood and other 
areas. Bought in quantities, these 
have been shipped into the district 
and often offered without reference 
to previous condition of servitude. 
The regulations prohibit advertis- 
ing such cars without specifying 
former use, and this has been 
backed up by a recent ruling by 
the license commissioner. While 
the regulation is undoubtedly a 
fair one, it is a difficult provision 
for the dealer to follow in all cases, 
because he may not know the 
origin and previous use. 

Consequently many dealers meet 
the new requirement by using an 
asterisk and a footnote stating that 
it is believed to have been used 
as a taxi, fleet or similar vehicle. 
This is, of course, unfair to the 
dealer, as there is considerable dif- 
ference between a car that may 
have been in a well-cared-for fleet 
and a taxi that has been run-to- 
death. 

One of the more recent prob- 
lems faced in regulating used car 
advertising into honesty has been 
claims about financing. Several 
dealers advertised cars of differ- 
ent price groups as financed at $1 
or $2 or $3 weekly. In certain cases 





THIS 1940 HUDSON SIX stock sedan is the new American Automobile Assn. 
endurance record-holder for closed cars with an average of 70.58 miles per hour 
for 20,000 miles on the Bonneville Flats, Utah, course. The new endurance mark 
not only breaks all class D records but is also an Unlimited closed car class 
record and is faster than any stock closed car, regardless of size or price, has 
ever traveled this distance under official observation. New economy marks were 
also set by this new Hudson Six which scored an average of 32.66 miles per gal- 
lon in a special 1,000-mile test using the optional overdrive and rear axle gear 


ratio, it is reported. 


1940 Hudson Six, Eight Set 
20,000-Mile Endurance Mark 


DETROIT.—Co-incident with the 
first public announcement of three 
new 1940 Hudson cars, the Hudson 
Motor Car Co. last week received 
official confirmation from the con- 
test board of the American Auto- 
mobile Assn. that a 1940 Hudson 
Six stock sedan had set a new en- 
durance mark of 20,000 miles at an 
average speed of 70.58 miles per 
hour on the Bonneville Flats, Utah, 
course. 

The new endurance mark, ac- 
cording to AAA officials, not only 
breaks all previous Class D records 
but is also an Unlimited closed car 
class record and is faster than any 


they have represented the actual 
carrying cost to the purchaser. In 
others, though, such prices were 
found to represent only part of the 
actual amount to be paid each 
week. 

The few examples cited here are 
only intended to indicate the situa- 
tion as it has been and as it is 
today. Copy still represents a prob- 
lem and probably always will to 
some extent. However, the condi- 
tions that brought about such reg- 
ulation in New York probably exist 
in other cities in less acute form. 
Regulation is never a satisfactory 
thing when imposed from without, 
even though the regulator is not 
the government. 

So, with the thought that “it 
might happen here” dealers in used 
cars in other communities might 
well study the possible effects of 
advertising and promotion on the 
public to be sure that each piece 
of copy is certain to mean to the 
average reader exactly what it 
means to the man who wrote it. 


stock closed car, regardless of size 
or price, has ever traveled this dis- 
tance under official observation. 
The car was certified as strictly 
stock and was equipped with op- 
tional overdrive and rear axle gear 
ratios. 

New economy marks were also 
set by a 1940 Hudson Six sedan, 
similarly equipped, which averaged 
32.66 miles per gallon at an aver- 
age speed of 29.98 miles per hour 
for 1,000 miles under official AAA 
supervision. A 1940 Hudson Bight 
stock sedan, also optionally 
equipped, averaged 27.12 miles per 
gallon for the same distance travel- 
ing at an average speed of 28.81 
miles per hour. 

A total of 122 new AAA records, 
including the Class C Flying Mile 
captured by the Hudson Eight with 
an average of 93.89 miles per hour, 
were piled up by the new 1940 
Hudsons on the salt at Bonneville 
Flats. 


500 St. Louis Dealers 


Preview 1940 Dodges 


ST. LOUIS.—More than 500 deal- 
ers from the St. Louis district at- 
tended a luncheon last week at 
Hotel Jefferson by the Dodge di- 
vision of the Chrysler Corp. and a 
preview of the 1940 Dodge cars 
held at the Municipal Auditorium. 

Allison Miller, regional manager, 
was in charge of the meeting, and 
speakers included Frank J. Tim- 
mens, general sales manager; 
George A. Orphal, assistant direc- 
tor of commercial cars and truck 
sales, and J. W. McLaughlin, man- 
ager of the used vehicle depart- 
ment. 





 |Crude Rubber 


Consumption Up 


16% in August 


NEW YORK. — Consumption of 
crude rubber by manufacturers jp 
the United States during August jg 
estimated at 50,481 long tons 
which compares with 43,880 long 
tons during July, 1939. August 
consumption shows an increase of 
16.8 percent over July and is 237 
percent over August a year ago, 
according to the Rubber Manufac. 
turers Assn., Inc. Consumption for 
August, 1938, was 40,552 (revised) 
long tons. 

The association reports gross 
imports of crude rubber for Ay. 
gust to be 38,045 long tons, an in- 
crease of 3.6 percent over the July 
figure of 36,739 long tons, and 223 
percent over the 31,099 long tons 
imported in August, 1938. 

Total domestic stocks of crude 
rubber on hand Aug. 31 are esti- 
mated at 161,358 long tons, which 
compares with July 31 stocks of 
174,240 long tons and 273,841 (re. 
vised) long tons on hand Aug. 31, 
1938. 

Crude rubber afloat to U. S. ports 
as of Aug. 31 is estimated to be 
66,717 long tons which compares 
with 52,990 long tons afloat on July 
31 and 47,772 long tons afloat on 
Aug. 31 a year ago. 


Penna. Will Continue 


50 m.p.h. Speed Limit 


HARRISBURG, Pa.—(UTPS).— 
The Pennsylvania motor police will 
continue rigid enforcement of the 
50-mile-an-hour speed limit for 
motor vehicles on the open high- 
ways of the state, and extra de- 
tails of police will be stationed in 
sections where surveys show viola- 
tions are most prevalent. 

Col. Lynn G. Adams, commis- 
sioner of Pennsylvania motor po- 
lice, said officers in plain clothes 
and using unidentifiable cars will be 
assigned to make observations on 
the highway to determine the ex- 
tent to which motorists are violat- 
ing the speed law. These officers 
will make no arrests, their sole 
function being to obtain informa- 
tion which will be used to de- 
termine where extra details of po- 
lice will be required to provide 
rigid enforcement of the speed 
law. 


Dealer Fetes Workers 


BUFFALO, N. Y.—Employes of Sny- 
der-Brown, Inc., Dodge dealers in Buf- 
falo and Tonawanda, were guests of 
Joseph W. Snyder and George Brown, 
partners in the firm, at an outdoor 
party on Grand Island. Approximately 
125 persons attended. 


New Commercial Car Registrations, 18 States for Aug., 1939-1938 


Figures supplied by R. L. Polk & Co, New Jersey Motor List Co., and for New York City area by Sherlock & Arnold 
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D. U. BATHRICK, Pontiac’s general 
ales manager, winds up for a fast one 
wing a baseball game at the outing 
wid at General 
frm to conclude Pontiac’s annual con- 
vation of regional, zone and district 
men, 
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940 Plymouths Offering New Style, Wider Bodies 


Luxury Ride’ 


Is Attained 


By Redistribution of Weight 


(Continued from Page 6) 


erly, and pillar sections have 
‘on made smaller, reducing the 


t” area. 
en the wider angle of 
ision opened up, further improve- 
ent has been scored in reducing 
yestrain by improving physical 
roperties of the glass. 
another advantage is the full- 
“ith, straight rear door, giving 
jer space for easy entrance and 
cit, eliminating the “dog leg” or 
away section around the rear 
ger contour. This year all door 





bathrick, Murray 
Thompson 


Manager Klingler’s 





VERNE L. MURRAY, Pontiac assis- 
t general sales manager, swings @ 
one during Pontiac’s annual con- | 


= of regional, zone and district 





‘AITING for a fast one is M. ©. 


ust W 
—_—— . 
tal bal Peon, new zone manager, during 


game at Klingler’s farm. 












| latches, on both “Roadking” and 
Deluxe are of the new rotary type 
| for easier and positive closing. 


Front door hinges on all models 
are now concealed. Windshield 
| Wipers have been moved down, and 
/now are mounted at the base of 
| the windshield. Also new as 
| Standard equipment on all Plym- 
ouths this year is a rear deck stone 
| shield, mounted between rear 
bumpers and the body, which is 
| said to improve rear end appear- 
ance as well as protecting the fin- 
ish from nicks and scars. 


The roomier interior this year 
contains new door and window 
trim and new grained garnish 
moldings. 


Interior color scheme is walnut 
brown, in a new lighter shade, 
with color accents of coach ver- 
million at the horn button and on 
all instrument dials. 


Cushion Area Boosted 


More than a square foot has 
| been added to the total cushion 
|area, front and rear. The front 
;seat has four inches more hip- 
room than last year, and ad- 
| ditional shoulder space has been 
|opened up between the left and 
right door pillars. And although 
| the roof is appreciably lower this 
|year, the floor has also been 
| lowered, so that front seat head- 
room now shows an actual in- 
crease of 3% inches. 


Rear seat cushions also are five 
inches wider at the edge, with 2% 
inches more hip-room between the 
arm rests than last year’s big rear 
| seat. An added touch this year is 
| continuation of the seat cushion 
upholstery right down to the floor. 


Highlighted is Plymouth’s new 
ride formula. The new 117-inch 
wheelbase is only part of the 
story. On that longer riding base, 
the engine is moved forward four 
inches in relation to the wheels, 
while the rear axle is pushed more 

| than seven inches farther back. As 
|! a result, the rear seat now is com- 
| pletely ahead of the axle, much 
| closer to the center of car weight, 
‘where motion caused by road ir- 
| regularities has least effect on the 
ride. 


New Massive Frame 


Both Deluxe and “Roadking” 
|'models carry this redistributed 
/weight on a new massive frame, 
with heavier front cross member 
for greater rigidity. The new 
| frame brings down the car’s floor- 
level, producing a lower center of 
' gravity for greater stability. 

Big front coil springs of Amola 
steel are standard on all models, 
each spring formed from an 11- 
foot rod of this special alloy. 


Plymouth’s special _ rubber- 
poise body mountings bring into 
play live-rubber “pillows” be- 
tween body and frame, to absorb 
these noises and vibrations. Also 
featured this year is body insula- 


ltion at all points where noises 
| might develop. ; 
Improvements are noted in 


Plymouth’s “Floating Power” en- 
gine, which for 1940 has vital parts 
| “Superfinished” for greater smooth- 
| ness and longer life. 
New Coating Used 

Also new for the Plymouth en- 
gine is “stannic” coating of the 
aluminum alloy pistons. This is 
said to further protect the piston’s 
| “superfinish” with a soft layer of 
|pure tin, not an alloy, safeguard- 
'ing both piston and cylinder bore 
during the “break-in” period and 
further preventing wear through- 
'out the car’s life. Oil filter now is 
| standard equipment for the “Road- 
| king” engine, as well as deluxe. 

An added advantage of the new 
Superfinish process shows up in 
improved brake efficiency this 
year. On the new Plymouth, brake 
drums also are Superfinished for 
quieter and more effective opera- 
tion. Brake facings, too, are ground 
to perfectly match the contour of | 

> drums. | 
SS shifting without “clash” | 
a feature of the improved steer- 








is 


ing post gearshift, which now is 
standard on all models throughout 
the Plymouth line. Besides better 
leverage for shifting more quickly 
and easily, with a shorter “throw,” 
there is a new transmission of an 
improved blocker type. This is said 
to be free from clashing or “dead- 
ending’ of gears, and has the 
transmission cover located at the 
side instead of on top, thus per- 
mitting a lower floor in the front 
coimpartment of the car. 

Also new is lighter clutch disc 
to reduce spinning and facilitate 
the engagement of gears. Big ven- 
tilating outlets carry off the heat 
caused by friction. 


Twin-Unit System 

Plymouth’s new “all-weather Air- 
control system” is a_ twin-unit 
system recently perfected by 
Chrysler Corp. engineers and now 
introduced as _ special equipment 
for all 1940 Plymouth models at a 
slight extra charge. Fresh air 
from outside the car is filtered and 
warmed to any desired degree, 
then distributed evenly throughout 
the interior by directional ducts. 

Seven different adjustments per- 
mit an unlimited range of opera- 
tion to keep driver and passengers 
comfortable, without drafts and 
without steam on windows, but 
with constant fresh air regardless 
of weather outside. 

Mohair upholstery is standard in 
“Roadking” bodies, while in the 
Deluxe Plymouth, buyers have their 
choice of mohair or broadcloth. 

Door panels are upholstered in 
corresponding style, with a small 
reed design in the top half of the 
panel set off by horizontal style 
lines beneath the molding and 
above the kick-pads at the bottom 
of the door. 

The new instrument panel is 
three inches longer this year, af- 
fording a wide glove box at the 
right side of the board. All instru- 
ments and controls remain directly 
in front of the driver, leaving the 
center of the board free for a 
grille design, to accommodate radio 
if desired. 

Safety Signals Added 


Again the instrument group di- 
rectly in front of the driver is 
dominated by Plymouth’s “Safety 
Signal” spéedometer. This year, 
“reminder” safety signals have 
been added to all other instru- 
ments, to flash a warning red light 
for lack of fuel or low oil pressure, 
battery discharge or dangerous en- 
gine heat. 

Below the gauges at either side of 
the speedometer, are the choke, 
throttle and headlight switch—now 
moved up on the board to eliminate 
the former sub-panel, thus opening 
up additional knee room for the 
driver below the board. 

Bigger than ever is the carrying 
space inside the new concealed 
trunk. This year’s streamlined lug- 
gage compartment is illuminated at 
night through inside “windows” at 
the back of the two tail lamps. 
Spare tire is now mounted at the 
side, so this can be removed with- 
out unloading all other baggage 
from the trunk. 


Pontiac to Start 
Dealer Previews 


Of 1940 Models 


PONTIAC.—Pontiac’s 3,600 deal- 
ers and 8,000 retail salesmen will 
view the company’s four new lines 
of 1940 cars and hear its retailing 
and advertising program in a 
series of meetings to be held 
throughout the country beginning 
Sept. 18. 

Heading three field crews will be 
H. J. Klingler, general manager; 
D. U. Bathrick, general sales man- 
ager, and Verne L. Murray, as- 
sistant general sales manager. In 
10 days they will cover 25 leading 
cities in which are located Pon- 
tiac’s zone offices, covering a total 
distance of about 10,000 miles. 

The field meetings follow the 
preparatory annual convention of 
300 regional and zone managers, 
district managers and service rep- 
resentatives who were called to 
Detroit last week for a three-day 
convention. 

Klingler, accompanied by W. A. 
P. John, president of MacManus, 





Pontiac Conclave Highlights . . . 





SECOND EVENING of Pontiac’s three-day annual convention of regional, 
om and district men was taken up with an informal dinner and entertainment. 
Among the General Motors executives who attended were Charles F. ee 
vice-president in charge of research, left, and R. H. Grant, vice-president in 
charge of sales, shown talking with H. J. Klingler, Pontiac general manager. 





CAMERA ENTHUSIAST Bert Rogers, Pontiac Motor’s traffic manager, left, 
holds the attention of General Sales Manager Bathrick, right, Wade L. Leach, 
vice-president of GMAC, center, and J. A. Grier, Pontiac central region man- 
ager, at General Manager Klingler’s farm. 





EAST-WEST BASEBALL fracas was one of the highlights of the final day 
of Pontiac’s annual convention. Calling off the lineup over the loudspeaker sys- 
tem is F. A. Berend, Pontiac advertising manager. Right is J. A. Grier, central 
region manager. Left is E. S. Grumbache, of the central office. 
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PONTIAC’S REGIONAL, zone and district men closed their annual conven- 
tion at General Manager Klingler’s farm on Lake St. Clair. Watching one of 
the baseball games is T. M. Ray, Pacific regional manager, standing at extreme 
left. To his right is Allen Wright, Midwest regional manager, and between the 
two is Boston Zone Manager C. N. Kane. 
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WANTED 


Used Car Manager by 
large New England 
Chevrolet Dealer, thor- 
oughly experienced and 
successful operator who 
desires making a change, 
to take complete charge. 
Attractive proposition to 
the man who can qualify. 
Box 203, AUTOMOTIVE 
NEwS, 2751 E. Jefferson, 


John & Adams, Inc., Pontiac ad-; 
vertising counsel, will cover the 
west and northwest with meetings 
in Minneapolis, Chicago, Denver, 
Salt Lake City, Portland, San 
Francisco and Los Angeles. 


Bathrick and F. A. Berend, ad- 
vertising manager, will cover the 
east and southeast with meetings 
in Cincinnati, Pittsburgh, New 
York, Washington, Boston, Phila- 
delphia, Charlotte, Jacksonville 
and Atlanta. 


Murray and B. B. Kimball, as- | 
sistant advertising manager, are 
to cover the middlewest and south, 
scheduling meetings in Cleveland, 
Buffalo, Detroit, St. Louis, Kansas 
City, Memphis, Dallas, Houston | 
and Oklahoma City. 


Heads Motor Dept. 


MADISON, Wis.—Gov. Julius : i ic 
| Heil has named Col. George W. Ricke. | Detroit, Mich. 
j}jman, of Racine, as head of the wei 


State motor vehicle department. 
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there were touring car, town car, coupe, Landaulet and 
roadster bodies listed. The wheelbase was 100 inches as 
against the N’s 84. The weight was 1,200 pounds; the N 
was 1,050. Speed promised was 45 miles per hour and 
the cars were fully equipped instead of being “extra. 

Off to a production of 10,000 in its first year, the T 
clicked with the people of the world. Henry’s ideal had 
received the seal of public approval. Assembly lines be- 
gan working overtime and in its fifth year the count 
reached 181,795. By ’15 it had passed the half-million 
mark; by ’19 it clocked 996,658 for the year. Two years 
later came the coveted million—1,013,959 to be exact. 
The pace quickened and in 1923 came an all-time high 
for a single year—2,090,240. I doubt if that record ever 
will be beaten by any automobile manufacturer. 


NASFC Optimistic 
Over Instalmen || | 


Selling Outlook 


(Continued from Page 15) 


line could be made available by 
you (finance companies) to pre- 
ferred dealer risks it would act as 
an additional stabilizing influence 
to the trade and would make fo, 
smoother and more continuously 
effective operation in the interes 
of the factories, the finance com. 
panies and the dealers.” 

A. D. Weller, retiring president 
of the NASFC, and president of 
the Credit Acceptance Corp., spoke 








THE SAGA OF THE, FIRST 
, 100 YEARS ON RUBBER 
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Lets Old Cat Die on ae “New Or der a poke 
i 4. inancing in the Daman 
Then production started to slump, gradually it is |row” orld of Tomor 


To meet the new forms of com. 
petition which have arisen, finance 
companies must improve services 
he said, emphasizing that he 
spoke as an individual and not for 
the association. In striving to im. 
prove services, he advised, finance 
companies must contribute to im. 
proved automotive merchandising 
policies and should aid in combat- 
ting such practices as “finance 
packs.” Weller further asserted 
that “we, through our practices, 
are paying for the over-trading in 
used cars.” 

Contrary to what he termed the ]; 
past belief of finance companies J, 
that all legislation is bad, Weller |; 


true, although holding in the seven-figure division. 
Finally Henry decided that mebbe he had better change 
his policy and bring out something new. He was feeling 
the competition of his rivals, so in 1927 he let the old 
cat die. With the completion of his 15th million Model T, 
which came in the spring of 1927, he stopped production 
and shut down his plants for six months while he was 
readying up something new. 

Before leaving the T, however, I would like to call to 
the attention of those who keep harping that there is a 
vast market awaiting the introduction of a low-priced 
car, stripped of all gewgaws and just transportation, to 
the fact that in 1924 Ford played with this idea. He had 
a touring car model which listed at $290. You could buy 





FIFTEEN MILLION Model T Fords were built and then the company 
decided to call it a day and build a new model. Many of us recall 
the familiar T—we still see them on the road—and the above picture 
will bring to mind the “closed” job which in the later days of the T 





was most popular. 


Chapter XXXVII—Tale of the T 


Trial balloons, as represented by the Model N, proved 
to the satisfaction of Henry Ford that mass production 
was the solution of his major problems. He had tapped 
the richest market in the industry and he did not hesi- 
tate in making mass production his theme song. Model 
N as a feeler lasted only a couple of years during which 
time Henry planned his ideal car. As Henry’s Boswell, 
Bill Simonds, records it: “That (meaning the N) was a 
great convincing triumph for Henry and his faith. Con- 
fident that he was on the right track, he determined to 
build the car of whieh he always dreamed. And that 
turned out to be the T, which lived for 20 years, like 
the Egyptian Sphinx, unchanged by the ages, with the 
only color option Ford believed in: ‘You can have any 
color you want, provided it is black’.” 

Because of the T, the Highland Park (Mich.) plant, 
since evacuated, came into being, for Henry needed el- 
bow room for his masterpiece and on Oct. 1, 1908, formal 





a chassis at something like $215 and build your own car. 
The $290 job was pared to the bone in the way of fit- 
ments. If you wanted to doll it up you had to go into the 
market and buy your own extras. As a result there 
sprung up an infant industry, made up of suppliers who 
could furnish these extras. So when you got through 
your buying from them you found that you didn’t have 
the bargain you thought you had. 

So nowadays when I hear someone shout from a soap 
box that there is money to be made out of manufactur- 
ing these “just transportation” automobiles I think of 
the $290 Ford. And I argue to myself that if Henry Ford 
could not sell a car at that price, what chance has any- 
one else? 


expressed belief that “we should 
give time and thought to promot- 
ing the right kind of legislation.” 
The industry, he said, should work 
for sound regulatory legislation in 
states to give finance companies 
“definite legal status and outline 
the rules of the game.” Although 
opposing punitive or restrictive 
legislation, Weller declared the 


right type of legislation would aid |; 


finance companies in holding busi- 
ness. 

One of the most attentively fol- 
lowed of _ several 


by Dr. Jules I. Bogen, editor of 
the New York Journal of Com- 
merce. 


The dominant factor in Ameri- }y 


can business for the next few 
months, Bogen said, will be ac- 
cumulation of inventory through 


fear of higher prices in the future. |: 


While it lasts, he added, the re- 
sultant industrial activity uptrend 


talks on the }; 
European war situation was given ], 








announcement of the job was made. Henry had decided = ie ts cones ee Fall 
to put all his eggs in the one basket and make only one the inventory buildup wave, he] ' 
model. Like the deacon’s one-horse shay, which Oliver predicted, the effect of the war 


Wendell Holmes immortalized in his famous poem 
“that was built in such a logical way, it ran 100 years 
to a day,” the T as first put out, bristled with radical 
departures from past practices. The engineers shifted 
from right to left-hand steer, new in this country at the 
time and nowadays left-hand steering is universal. 
Making it easier for the repairmen, the top of the 
motor was removable so it could be unbolted and lifted 
off, so access to the inside of the cylinders was simpli- 
fied. A major feature was “casting the motor en bloc.” 
Instead of making each cylinder separately, assembling 
them and then welding them into one piece, Ford made 
all the cylinders at one time out of a single engine block. 
Followed the cry from the public as to the expense in- 
volved in making a repair if one cylinder cracked. Ford 
replied that the T engine cost less than a single cyl- 
inder of any other car—a Ford owner with a cracked 
cylinder could buy a whole new engine for less than a 


single cylinder. 
Price Tag of $850 


Ford made much capital out of the introduction of 
vanadium steel into the T manufacture. Whereas other 
makers charged extra for a magneto, Ford put one on 
as original equipment, a simple one that was almost 
fool-proof. 


| 





HISTORIC PICTURE, showing the 10th million Model T Ford along 
side the original Ford Henry built in the Bagley Street (Detroit) shop. 
At the left is Edsel Ford, now president of the Ford Motor Co., and 
on the right Henry Ford himself. 


Epitor’s Note: This is the thirty-seventh instalment of Chris 
Sinsabaugh’s memoirs. Next week the Ford story continues. 





Upward Business Trend 
Shown in National Survey 


DETROIT.—Detroit was one of 
39 trading centers showing sub- 
stantial business improvement, 3 
percent or more, in August over 
July, according to the monthly 
survey of 147 trading centers of 
the United States conducted by the 
business survey department of 
Brooke, Smith & French, Inc. 


have increased 3 percent or more; 
20 of the 147 areas remained at 
the previous month’s levels and 46 
areas showed declines.” 


registered in the following areas: 
Aberdeen, Akron, Albuquerque, 


Augusta, Camden, Canton, Cedar | 


Rapids, Charleston, W.Va., Chicago, 





| to 
The greatest August gains were | 


will be less felt than during the 


latter years of the last World War. [i 


The extent of the business slack 


to follow the industrial inventory |; 


buying wave, he said, will depend 


on the future trend in the durable |; 
industries and the export |; 


goods 
field. 


CLASSIFIED 
ADVERTISEMENT 


READ BY 25,000 Dealers, Manu- 
facturers, Jobbers, Sales, Used Car 
and Service Managers every week. 
Rate, 10c per word, one insertion 
or 25c per word, three insertions. 
Cash in advance. AUTOMOTIVE 
or Classified Dept., Detroit, 
ch. 
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DEALERSHIPS 


CALIFORNIA OPPORTUNITY !—Long 
established distributor, with large rich 
agricultural, fruit and gold mining 
territory, has one or two fine EX 
CLUSIVE points, 5,000 to 10,000 popu 
lation available for dealer with “al 
$10,000 capital. No boom towns, 

with fine homes, schools, hospitals 40 
good “back country’ buying —_ 
Are you fed up with multiple dealer- 
ships, cross selling and sub-zero = 
ters? Here’s a chance to start _all ové 
again in Golden California. Earning 
of $5,000 to $15,000 a year easily pos 


4 x . . “Definite indications during Au- | Gjngi ; sible with i l- limate while 
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was powered with a 20-horsepower four-cylinder ver- | states. "A total of 8! ateas showed | waukee, Montgomery, Oshkosh, EQUIPMENT 5 
; ith 334 b d 4-inch stroke. The cool- | improvement, oO ese reas | Philadelphia, Pueblo, Raleigh, FOR SALE—An_ advertisement ~ 

tical motor, wi 44 bore and 4-inc . a ’/ this under this head will help ¥ 


ing was thermo-syphon and the magneto was used in- 
stead of dry batteries for the ignition. There was a 





Chevrolet Ups Output 
At Its Atlanta Plant 


Rockford, Sacramento, San Diego, 
Savannah, South Bend, Springfield, 
Mass., Stockton, Wichita, Wichita 


turn unused tools or equipment - 
cash. Someone wants what you 
longer have any use for. 











splash and gravity system of lubrication, multiple disk | ATLANTA. —Chevrolet’s output ~—e Winston-Salem, Worcester USED CAR EXCHANGE The ¢ 
clutch, planetary transmission, shaft drive and the | at the local assembly plant is to be oungutown. 38 USED CARS—Ford, Chevrolet and | Many 
brakes were on the transmission and hubs. There were increased soon. With work on the| The following areas were closest Plymouth. If you have any to —= ‘s mod 
two forward speeds and a reverse in the gear box, with | new addition to the McDonough ae in August: Albuquerque, the place to shout your wants to 2: “ 
the left side to take care of the left- | Blvd. plant completed, production | Atlanta, Austin, Billings, Boise, | readers. The cost is very low. ah 

the reverse on machinery is now being installed. | Charlotte, Cheyenne, Columbia, S. | adi; 
hand steer. ; . | The addition, measuring 720 feet | C., Dallas, Green Bay, Indianapolis, |—<<— HELP WANTED a3 appes 
Wheels were 30 inches, as against 28 in the N and /long and 120 feet wide, gives the | Jacksonville, Knoxville, Little | USED, CAR Manager by Taree, thy = 
tires 3-inch front and 31!4,-inch rear. Both front and rear aeeed aptly oer ont eee Sone ee ee Phoenix, Reno, | experienced and successful | opertye [a cop 
springs were semi-elliptical, transverse. Whereas with an Geely caaueek ace lta Meee - stake City, Shreve- | corepleie career attractive propos tead 


the N only a runabout body was furnished, with the T 


sembly line. 


Salem. 


to the man who can qualify. 
Automotive News. 
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look (Continued from Page 1) 
5) 4 the clowns and jugglers were 

able by wrofessionals. Unique in its con- 


to pre. | .otion and letter perfect as to de- 
d act as wil, that “circusy” preview was 
nfluence | iclared the most unique of the 


ake for | icuit. 

inuously circu a ae: 

interest | 4FTER THE “entertainment,” 
Ce com- Iie “circusy” idea was still further 


grried out when the curtains of 
je main show were drawn aside 
dent of we saw the three lines to be 
» Spoke Ffered for 1940. The finale came 

Sales |inen the “big boy” of the family 
Tomor- yas unveiled last, with the bally- 
oer, who was good in a circus 
ny, proclaimed it “the Maharajah 
i Motordom.” We looked at all 
ree, which led us to an_under- 
danding of Admgr. Carl Havens’ 
dogan for the coming season— 
gigger and Better in Everything.” 
in I think that the display 
goved the truth of the slogan, 
sithout recourse to a slide rule or 
; measuring tape. 
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SAID ADMGR. gloated, actually 
goated, as he told us of the gi- 
antic promotion coup that is be- 
ng planned to make the country 
jdsmobile conscious for the next 
var. “My Merry Oldsmobile” is to 
a modern vehicle that will 
ary this promotion, with Bing 
‘osby mainly responsible. How? 
Well, the new movie, “Starmaker,” 
s built around Gus Edwards, who 
mote “My Merry Oldsmobile” and 
if course “My Merry Oldsmobile” 
rill be the theme song, with new 
md modern version written for it 
y Bing and the old music used. 
That ain’t all. Bing‘s going even 
‘ther. His interpretation has 
ven put on the records that are 
wed in these _ nickel-in-the-slot 
thonographs and there will be 
0,000 of these records. Which 
ught to mean that the nation will 
% humming “My Merry Oldsmo- 
tle” for months to come. Nothing 
ike this ever has been attempted 
ty the automobile industry. 
ea + * 


SALES MANAGER Ralston evi- 
ently believes in the new slogan, 
‘or he used bigger and better 
wrds in outlining his program— 
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fall From Horse Fatal 


To Frederick Yaeger 
ST. PAUL, Minn. — Frederick 
laeger, assistant manager for the 
ford Motor Co.’s St. Paul factory, 
lied Sept. 19 of injuries suffered 
na fall from a horse. 

Mr. Yaeger was connected with 
he Ford company for 15 years, in- 
luding six years in the export de- 
aartment in South America. 
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AUTOMOTIVE NEWS, SEPTEMBER 18, 1939 
No Basis Seen for Alarm 


Concerning Rubber Supply 





other way, as he says, 37 percent 
of Connecticut’s population held 
drivers’ licenses. This group suf- 
fered only 5 percent of the pe- 
destrians’ deaths; the remaining 
63 percent suffered 95 percent of 
the deaths. The death rate for 
adults, who never had been li- 
censed, was over 11 times as high 
as those who were or had been 
licensed. 
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Sinsabaugh 





































what he is going to do with what 
he has to sell. He told us that with 
his trio he has his toe in the doors 
of three distinct markets. He 
wouldn’t make any production and 
sales commitments outside of nam- 
ing a minimum of 175,000 units. 
And he took great pride in what 
the McCuen administration has 
done in the six years it has been 
in the saddle, mentioning that 
while Oldsmobile had manufac- 
tured 1,634,439 cars in its 43 years 
of existence, 843,719 had been built 
under McCuen’s direction and sold 
by Ralston, 52 percent of the com- 
pany’s total output. The 1939 model 
year accounted for 137,339, which 
was 40 percent better than ’38’s. 
* ok * 

BURTON MARSH, director of 
the American Automobile Assn.’s 
safety and traffic engineering de- 
partment, has shifted his fact- 
finding searchlight from the motor 
car to the man on foot in the 
booklet, “Pedestrian Control,” 
which has just come off the press. 
Marsh seems to think that one of 
the solutions to the great problem 
the automobile industry and its as- 
sociates is trying to solve may be 
in the education of those who use 
footpower instead of horsepower. 

* * * 


LONG AGO, back in 1909, I 
think it was, I had that kind of 
idea myself. Writing the automo- 
bile column for the Chicago Daily 
News at the time, I succeeded in 
getting Chief of Police Charley 
Healey to try out the plan of con- 
trolling pedestrian’ traffic. He 
picked Madison and State, Chi- 
cago’s busiest corner, for his 
battlefield and he staged the trial 
during the Christmas holidays. 
For two days his men made pe- 
destrians obey the traffic signals 
the same as the motorists were do- 
ing. The plan was a huge success, 
but when it came to getting an 
ordinance through, making it pos- 
sible to pinch the walkers, a hue 
and cry went up that effectually 


sidetracked the legislative effort. 
ca ea ca 


* * * 


IN EXPLANATION, Marsh con- 
tends that those who do not drive 
do not sense the relative difficulty 
of stopping a motor car from 
even 25 to 30 miles an hour as 
compared with stopping them- 
selves from a top walking speed 
of three to four miles an hour. 
They do not know the great dif- 
ference in distance required. Nor 
do they realize how difficult it is 
for approaching drivers to see 
them during dusk and at night. 
They can see the car and its lights 
and think they, the walkers, are 
just as visible. Most of the acci- 
dents involve elderly pedestrians, 
whereas youngsters five and six 
years old have been educated to 
the dangers of motor traffic and 
use common sense in their walk- 
ing. 





MARSH’S STATISTICS show 
that, whereas one out of four non- 
pedestrian traffic accidents in- 
volves injuries, nearly all pedes- 
trian accidents cause _ injuries. 
Startling and new is the discovery 
that pedestrians, who do not know 
how to drive motor cars, are the 
chief fatality victims. An investi- 
gation in Connecticut discloses 
that in 1,031 pedestrian deaths 
studied, where the age was over 
15, 95 percent never had been 
licensed to drive. Putting it an- 
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NEW YORK.—The Rubber 
Manufacturers Assn., Inc., has 
been in touch with the American 
government, which in turn it is 
understood has been in discussion 
with the British authorities re- 
garding the prospective supplies 
of rubber. As a result, there is re- 
liable information that all of the 
rubber required in consuming 
countries can and will be supplied 
at reasonable prices throughout 
the duration of the war. 

It is pointed out that the pro- 
duction of rubber in all producing 
territories will go on unhindered 
by European war. There is more 
than enough rubber available in 
these territories to supply all con- 
ceivable demand in war time, and 
there is no indication whatever 
that the governments of the pro- 
ducing countries or the _  Inter- 
national Rubber Regulation Com- 
mittee will have any interest in 
preventing, or any desire to pre- 
vent, this rubber from flowing to 
consuming markets as required. 

Willingness to act promptly in 
making adequate supplies avail- 
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We're proud of the Bendix Drive—proud of its history 
of unexcelled service, proud of the faithful manner 
in which it functions in millions of cars every day. 


Starting a car with the Bendix Drive is as easy as 
ringing an electric door-bell—you simply touch the 
starter button—the rest is automatic. The Bendix 
Drive takes hold, starts the engine, lets go — all 
automatically, and protects the starter from damage: 
by unintended operation. 


The Bendix Drive gives Touch and Go” start- 
ing —the kind modern drivers prefer. 
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able is evidenced by a provision 
for an additional 10 percent in the 
fourth quarter to implement the 
exchange of cotton and rubber by 
the governments of the United 
Kingdom and the United States. 
Also, it is understood that the In- 
ternational Rubber Regulation 
Committee is giving most con- 
sideration to the request of the 
manufacturing industry in the 
U.S.A. for an increase on the com- 
mercial quota in the fourth quar- 
ter. 

As for shipping, there is sub- 
stantial evidence that adequate 
shipping is available and that it 
will continue to be provided re- 
gardless of adjustment of routes 
and lines. The U. S. maritime com- 
mission has expressed its willing- 
ness and its ability to give aid if 
necessary. 

After a careful canvass of all 
factors involved, it is clear that 
there is at present no basis for 
concern regarding rubber supplies 
for the U. S., unless such concern 
is created by a speculative move- 
ment. 
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“MOST PROFITABLE, YEAR IN AND YEAR out!” 
“If it were possible for me to sell any automobile 

ould certainly do 
x O’Brien, of S. L- Savidge Co., 
“In the first six months of 1939, ! 
Dodge cats: 1 have sold Dodge 
for the last 10 years- Quite naturally, 
Dodge today because I’ve found that 
it has been the most profitable line, yeat in and 
mn the market.” 
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“Tyst checking ™Y records, peginnin 
November, last yea! until the 20th of August 
this yea! have delivere my 100th new car or envy of all a ; 
tguck and 23 used cars,” says Joe E. Hubbard, of battlin ; utomobile salesm 
Sydney Weber, Inc-, >* Louis, Mo. “| certainly li g against the handi en who are 
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